mm*' 
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GET  SET  FOR  WINTER  PROFITS 

wi.h  STEELCRAFT 

LOWEST  COST  ALUMINUM  STORM  SASH 
for  any  metal  Casement  Window 


J  IMMEDIATE  DELIVERY 

•  Lowest  Cost  Aluminum  Storm  Sash 

•  Fits  Any  Metal  Casement 

•  Installed  On  The  Inside  ...  In  Place  of 
Screens 

•  Packed  In  Attractive  Strong  "Drop 
Tested"  Carton 

•  No  Measuring  —  Standard  Sizes  for 
Over-the-Counter  Sales 

•  Installation  by  Home  Owner  is  Easy 
and  Simple 


CASH  IN  ON  THIS  MONEY  MAKING  OPPORTUNITY 


Thcrr’s  good  [»rofit  and  fast  turnovt'r  in  tlie  salt*  of  Sloelcraft 
Aluminum  Storm  Sash.  They  Vo  easy  to  soil  hooauso  thoyVo  oasy 
to  handlo  .  .  .  packagod  for  ovor  tho  countor  salos. 

Home  owners  want  them  because  they  are: 

•  very  low  in  first  cost  •  easy  to  store 

•  light  weight  oluminum-eosy  ,  will  not  mar  walls  or  cut  out  light 

to  handle,  too  ” 

•  positive  insulation  saves  fuel  •  ottroctive 

•  easy  to  install  •  maintenance  free 


MAIL  THIS  COUPON  TODAY! 


Th«  St««lcraft  Manufacturing  Co.,  Dopt.  BS-252 
9017  Bluo  Ath  Road,  Rotsmoyno,  Ohio 

Please  send  me  eonijtlele  information  on  Steelrraft  Alumi¬ 
num  .Siftrrn  Sash. 


EASILY  INSTALLED  by  homo  owner 
on  inside  of  casement  in  just  a  few 
minutes  . . .  just  like  screens.  No  fitting, 
no  cutting  or  trimming,  no  special 
tools.  No  tracks  to  mar  tlie  walls  .  .  . 
no  interference  with  Venetian  blinds. 


STEELCRAFT 

MANUFACTURING  COMPANY 
ROSSN^OrNE  OHIO  (IN  greater  CINCINNATI) 


■Name .  . 
(aiiiipaiiy  . 
Aililress .  . 
(lily 


Title 


Zone  .  Stale .  . 


BUILDING  SPECIALTIES 


INSULATION 


Thousands  of  new  types  of  insu¬ 
lation  iobs  are  open  to  you  with 
SproyCraft.  Since  it  can  be  ap¬ 
plied  over  ANY  surfoce,  EVIkY 
building  is  a  prospect. 


SprayCraft 


Formerly  Spray  Kote 


ACOUSTICAL  CORRECTION 


Acoustical  and  Industrial  Insulation 

Offers  You  A 

BIG  BUSINESS 

OPPORTUNtlYNOW 


FIREPROOFING 


CONTROL 


li  you  are  a  live-wire  dealer  interested  in  bulldinq 
your  volume  to  tremendous  proportions.  SPRAYCRAFT 
oilers  you  a  brand  new  product  with  limitless  possl 
bilities.  There  is  no  product  available  to  you  today 
that  oilers  a  greater  range  ol  prospects,  or  larger 
proiit  opportunities.  li  you  want  to  expand,  invesli 
gate  it  today. 


Study  These  Markets: 

SprayCraft  has  an  extremely  high  coefficient  of  sound  absorption  and 
is  completely  incombustible.  This  mokes  it  ideal  for  interior  insulation 
in  churches,  auditoriums,  offices,  restouronts  and  theatres. 

Condensation  can  be  effectively  controlled  by  SprayCraft.  This  opens  a 
tremendous  industrial  market  for  applicators.  SprayCraft  can  also  be 
opplied  directly  to  masonry  walls  and  plasterboard  ceilings,  adding  to 
the  applicators'  markets. 

SprayCraft  is  an  ideal  material  for  thermal  insulation.  Sprayed  from  a 
gun  directly  on  any  surface  it  forms  a  uniform  coating.  It  eliminates 
the  dust  usually  present  during  insulation  application,  and  is  water- 
repellent,  rust-resistant,  wind-tight,  and  fireproof. 


BIG  PROFITS— LARGE  VOLUME— A  NEW  FIELD 
- WRITE  FOR  DETAILS - 

SPRAYED  INSULATION,  INC. 

56-58  CRITTENDEN  ST.  NEWARK  4,  N.  |. 
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DEALERS... 

DISTRIBUTORS..^ 


A4.  ALUMINUM  AWNINfiS 


CASH  IN  TODAY  on  this  lucrative  business  with  the  best  in  the 
field — "Cool  Roy."  Backed  by  years  of  successful  designing  and 
manufacturing  of  Aluminum  Awnings,  "Cool  Ray"  is  prepared  to 
offer  the  TOP  deal  both  for  Distributors  and  Dealers.  Compare 
"Cool  Ray"  with  any  other  awning  on  the  morket  today — regardless 
of  their  construction  or  material — the  obvious  superiority  of  "Cool 
Roy"  tells  the  story. 

Mr.  Jacob  Friedkin,  president  of  the 
"Cool  Ray"  Awning  Company,  pledges 
UU  close  support  and  guarantees  business 

help  to  all  his  Distributors  and  Dealers. 

^  (  L  Cash  in  today  and  join  "Cool  Roy." 


-Selling  Aids 

•  Newspaper  Mats 

•  Two-Color  Brochure 

•  Direct  Mail 

•  Color  Chart 

•  Color  Slides 

•  Measuring  Charts 


Over  Doorway! 


Over  Store  Front! 


Important!  The  aluminum  situation  per¬ 
mits  only  a  limited  number  of  dealers. 


?tofUs 


PHONE 


Cool-Ray  Metal  Awning  Co. 

1455  South  Avenue 
Youngstown.  Ohio 

Please  send  complete  information  to 


I  hr  ti)uri>  that  risr  altovr  thr 
l»iggest  ritv  in  ih**  worhl  art"  daily 
tril)iit«‘  to  that  tiio>t  wondtnitd  ot 
human  (|naliti«‘>  .  .  .  Xtnriiian 
Kntrr|n  isc. 

So  arc  Aviation .. .and  lclcvi>ion 
.  .  .  and  Medicine  .  .  .  and  all  the 
other  attrilinto  that  make  the  >tand- 
ard>  of  American  living  the  highest 
oxer  all  tlm  world. 

What  i'  thi>  trait,  'eeminglv 
peeidiar  to  Xim-iicans?  Ihi'  .  . 
Knter|»rise? 

IVy(-h(dogieally.  it'>  |»ei>ever- 
anee.  X’e>.  good  old  g///.s.  Hie  kind 
that  liek>  'hortago.  hnild'  hn>i- 
ne>>e>  in  >|)ite  of  odds  ...  in  'hort. 
rrachrs  ohjcctiics.  xxith  no  e\(  ii>e-. 
olTered. 

l*h\>i(dogieallx.  it’s  stamina,  lo 
inxot  in  hard  woik.  imagination, 
xentnrexmieness  and.  an  edt- 

time  nnohjeetixe  o|)timi>m  that  the 
comhination  ol  the  ingredient'  tmts! 
hring  'n(•ee^^. 


It  nni't  he  trm 
or  distrihntor  <d 

W  K  A  II  K  K 


Ask  anv  dt*alei 

W  A  H  \  K  \{ 
\I  \  S  T  F  K 


WARNER  WEATHER-MASTER 
COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 


MANUFACTURING  CORP. 
855  COMMUNiPAW  AVENUE 
JERSEY  CITY  N.  J. 
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CORAL  GABLES,  FLORIDA 

Telephone  Number:  67-5687 


TECT-U  IS  READY 

TO  SHOW  YOU  THE 
WAY  TO  A  VAST  NEW 
UNTAPPED  MARKET... 


PRO- 


Look  around  you,  Mr.  Dealer!  More  and 
more  the  words  “jalousies”  and  “louver"  are 
coming  into  the  conversations  of  archi¬ 
tects,  builders,  homeowners. 

Better  still,  these  new  windows  and  doors 

are  appearing  in  ever-increasing  numbers 
on  new  buildings,  renovations,  homes,  stores, 
factories  and  commercial  establishments 

The  trend  is  fast  becoming  a  nationwide  sweep. 
It  is,  or  will  soon  be,  in  your  own  area. 

Will  you  be  ready? 


•  Adds  dramatic  new  beauty 
ta  any  buildini,  new  or  old! 

•  Closed  .  .  .  it's  an  unob 
structed  picture  window! 

•  Open  ...  it  gives  unob 
structed  ventilation. 

•  Raining?  No  need  to  clise  a 
PRO  TECT  U  Louver  Windew! 

•  Hurricane  preef . . .  efiiciatly! 


•  Cannot  be  entered  even  when 
fully  open! 

•  The  enly  system  ttiat  eflers 
complete  vent  draft  air-cnr- 
rent  central! 

•  Instant-Ralck  removal  of 
screens  witlient  tools! 

•  Glass  cleanad  on  both  sides 
.  .  .  from  inside! 

•  Replaces  casements,  double 
hung  windows! 


•  Made  for  windows,  doors, 
breeze-ways,  porches,  clear¬ 
stories.  transoms  and  in  con 

anaemfsAn  tatifk  AiAfiirA  uiinHniMC 


PRO -TECT-U 

JALOUSIE  CORPORATION 


Esrablished  over  25  years.  PRO-TECT-U  producfs  are 
famous  for  uniform  high  quality,  and  the  dependable 
integrity  of  their  maker.  We  cordially  invite  you  to 
send  for  complete  details  on  a  PRO-TECT-U  dealership 
at  once  Prompt  reply  and  strictest  confidence  assured. 


%  availabU... 

X  ^AUTH£ TOOLS 
\  TOUNesO! 
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#1  vvnwifiuifvn 

STORM  and  SCREEN  DOOR 

of 

STAINLESS  STEEL 


whoitenger  products,  me.  uept. 

2601  Penn  Ave..  Pittsburgh  22.  Po. 
Gentlemen:  Please  send  me  more  information 
on  my  "Door  to  Profits"! 
Controctor  0  Jobber  0  Dealer  0 

Nome  _ -  _ _ 


Address 


City  _ State 


your 

DOOR  TO  PROFITS'' 

offers 

11  MAJOR  POINTS 
of  SUPERIORITY 


Super-strong  welded  corners. 

Heavy  duty  door  check. 

Double  strength  gloss. 

Hinges  of  stainless  steel,  welded-in. 

Stainless  steel  reinforced  welded  push-bar. 
Screen  wire  of  stainless  steel. 

Q  Quick  change-over  from  gloss  to  screen. 
Sloymoker  mortise  stainless  steel  lock. 

Stainless  steel  expanding  channels  —  for 
custom  fit. 

Reinforced  stainless  steel  welded  channels  for 
extra  door  strength. 

o  "Tufflex"  Soundproofing. 


CJhalIcngtT  Comhinatioii  Storm  and 
Screen  Doors  arc  pra  ision  engineered  to 
^’ive  you  the  ultimate  in  design,  material 
and  construction. 

L.xcellent  consumer  acceptance!  Hi^  profit 
op|X)rtunity !  Investigate  today! 


Your  Business  will 
have  a  better 
chance  to  flourish 

promises  this  great 
new  business  guide 
by  J.  K.  Losser 


^ow.  J.  K.  I.as.rr  hai  written  a 
new  giildeltonk  especialljr  for 
l>r(H>rieU>ra  and  operalora  of  amall 
sitirfR.  fattonea.  and  aen-lca  emn 
paniea  that  ahtiwa  liuw  to  huy.  adl. 
manufacture.  (H>?rat«.  lontrul  .  . 
handle  ail  parta  of  yaur  buaineaa 
better.  In  It.  >«nj  will  tind  aa 
aiiia/.ing  lial  of  cioa  and  don'la— 
Mean,  nietiiods.  tMuntera.  to  help 
the  biiiall  liuslneaatuan  not  only  aiay 
In  l■itlilea■a  but  alao.  more  Impor 
lant.  make  a  aatiafactory  praflt.  In 
the  form  of  <heik  llaU  and  brief, 
fafi-fliied  ataiemeiiis,  ttia  Itook 
ttnera  eienihtng  from  how  to  get 
guixl  reiorda  and  ihetk  a  customer’a 
credit  ...  to  how  to  train  new 
batebpeople,  and  lay  out  a  plant 
Preneitia  e\ery  opportunity  for  build¬ 
ing  huaineaa—pliige  every  luophola 
fur  eacatilng  pmtlia. 

HOW  TO  RUN  A 
SMALL  BUSINESS 

By  j.  K  Lasser,  C.  P.  A. 

Adjunct  Professor  of  Taxation,  Chairman, 
Institute  on  Federal  Taxation, 

New  York  University 

350  pages,  6x9,  $4.95 


KMtl  profit- 
building  ideas 
on; 


TAXES 
RETAILING 
PRICING 
FINANCING 
MAIL  ORDER 
CREDITS 
etc.,  etc. 


Tills  iKwk  1»  a  vahiahle,  realUtlc  guide  to  attund 
*  profltal-le,  enduring  buiiiteaa  manageiiienl.  In  I.aaaer*a 
well  known  irlsp.  direct  atyle.  >ou  are  Bhciwn  not  onU 
what  to  do.  but  aUu  what  not  to  do.  The  l>ook  pc^lriU 
out  guiding  fiintlameiitaU  of  gootl  praclife.  and  juet 
Irositively  Indlralea  how  to  a^nid  making  the  mialakee 
others  lure  made.  Covers  marketing,  planning,  tlnamlng 
aiTOuntlng.  operation,  and  tontrol— providing  tested  lech 
niriueti  from  busineFbea.  large  and  amall. 


It)  this  b(KJk  J.  K.  I-a>srr 
covrrj.  all  the  avenues  and  by- 
Auys  ‘  ou  cati  follow  for  exam- 
iiutn-n  of  your  business  in  all 
of  its  parts.  Whether  your 
whole  nierchantlisiiiK  prokjram 
neeils  stieiiKtheninK  '’f 
a  U'tttM-  Kr;ule  of  help -  whether 
you  are  trying  to  buy  a  whole 
businevts  or  jii>t  want  to  build 
up  a  good  mailing  list  whether 
yiiu  could  lienetit  from  more  in 
formative  accounting  and  rec 
ords  or  fiom  U-tter  lighting  in 
your  pl.ant— the  guiding  facts 
you  need  are  here,  from  the 
expet  icnce  of  a  man  who  has 
conMilted  intimately  with  hun- 
dteds  of  fiusincsse>,  both  healthy 
and  a, ling. 

In  every  way — subject  mat¬ 
ter.  classification,  treatment 
the  lH)ok  IS  plannefi  atnl  written 
to  give  you  practical  informu 
tion,  quickly. 

For  the  retail  or  wholesale 
business,  the  small  plant,  the 
service  company,  this  is  an 
unusual  book  —  an  automatic 
■‘memory*’  for  the  planner,  a 
stimulator  for  every  manager, 
.end  most  of  all  a  guide  for 
every  reader  who  wants  to  put 
his  business  firmly  on  the  niad 
to  steady  progress  and  reason 
able  profits. 


13  big  sections 

provide  scores  of 

ideas  on: 

•  How  to  Build 
tor  Profits 

•  How  Best  to 
Handle  Your 
Credit  ond  In* 
stnilment  Sales 

•  How  to  Buy 
an  Established 
Business 

•  How  to  Operate 
a  Store  Most 
Efficiently 

•  How  to  Make 
Profits 
in  Wholesaling, 
etc. 

•  How  to  Avoid 
Frauds  by  Em¬ 
ployees,  Cus¬ 
tomers  and 
Others 

•  How  Good  Tax 
Management 
Can  Increase 
Your  Net  Profits 

•  How  to  Finonce 
Your  Business 

•  How  to  Plon  the 
Best  Insurance 
Program  for 
Your  Business, 
Etc. 


Send  Order  ond  Check  to: 


BUILDING  SPECIALTIES 


425  Fourth  Avenue 


New  York  16,  N.  Y. 


« 


any  type  Wood  or  masonry 

RESIDENCE  CAN  NOW  BE 

re-surfaced  with  an  asbestos 

SIDE-WAll  THAT  IS  SPRAYED  ON 


NEW  LOOK 


TEXTURED  FINISH 

RE*NU»IT 


1  -  '  »IC  TRAOE-MARK  ^  1 

A  WATERPROOF  h 
\  PRESSURE  SEALED  A 

^^RE-SURFAGER  ^ 


RE*NU*IT  is  a  waterproof  pressure  sealed  side-wall  resurfocer  that  contains 
the  two  indestructible  minerals,  asbestos  and  mica,  and  is  fused  to  the  surface 
by  powerful  pressure,  not  merely  nailed  on  like  ordinary  siding. 

The  IE*NU*IT  process  consists  of  the  material  being  air-blasted  to  the 
structure  approximately  1/16  thick  thus  becoming  an  actual  part  of  some. 
The  features  of  this  type  of  applicotion  is  that  is  assures  complete  insulation  ond 
greater  durability,  with  the  additional  advantage  that  by  becoming  part  of  the 
surface  the  product  does  not  hide  or  olter  ony  of  the  original  archilecturol  lines 
and  contours. 

RE*NU*IT  is  available  in  9  attractive  colors  ond  its  appearance  is  a  very 
definite  asset  os  it  looks  like  stucco  and  yet  is  not  quite  os  coarse. 

See  on  octuol  demonstrotion  ot  RE-NU-IT  by  visiting  Booth  No.  14  and  15 
ot  the  NRCA  Convention,  Chicago  Jon.  28-30,  1952. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 
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c4merica^  ^ineH  aluminum  storm  sash 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


U  S  P»t.  No.  257*470 


FOR  EVERY  TYPE 
CASEMENT  WINDOW 


Guoionleed  by^A 
^Cood  Housekeeping^ 

Nationally  advertised 


Here’s  why  leading  companies  prefer  Season-all  •  •  • 

ZJke  c4rhtocrat  o/  Storm  Sa^lt ! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible 
winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a 
minimum  •  Provide  unsurpassed  all-weather  pro¬ 
tection  for  windows. 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season-all  Sales  Corporation 

146  Forty-sixth  St., 
ft  Pittsburgh  1,  Pa. 


.  -ateriol  shortoges  P^®^®^J,.all 
Although  mo  new  Se 
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IT'S  GRAEF  STORM  WINDOWS 

^  for  more  profits...  ^ 


BUY  your  combination  Redwood  Windows  and  Doors  from 
the  best  in  the  business  .  .  .  "GRAEF”  ...  an  experienced 
designer  and  manufacturer  of  wood  windows  and  doors;  one 
who  has  had  years  of  successful  experience  in  this  held. 


NOW  the  "GRAEIF”  engineers  have  designed  three  great 
windows  .  .  .  ready  to  do  a  top  job  just  for  you. 


•  SELF  STORING 


SPECIAL  DELUXE 


•  EASTERN  STYLE  ECONOMY 


With  our  California  lumber  connections  and  modem  milling 
facilities  (direct  from  the  forest)  we  can  supply  you  with 
complete  mouldings  and  equipment  to  set  up  your  own 
factory  at  a  surprisingly  low  cost.  Write  today  for  complete 
particulars. 


F.  O.  B.  Y  oungstown,  Ohio 


EASTERN  STYLE  ECONOMY 
Designed  for 
New  England  Openings 


2-4"x24”  Complete  with  Screen 


GRAEF  STORM  WINDOW  CO 

PHONE  4-4326 

1510  W.  FEDERAL  ST.  YOUNGSTOWN  10.  O. 
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RUBEROID 


reporter 


NEWS  OF  INTEREST  TO  APPLICATORS  •  PUBLISHED  BY  THE  RUBEROID  CO.,  500  Fifth  Ave.,  New  York  18,  N.Y.  •  NO.  1 


POST  &  TIME  HELP  BUILD  DEMAND  FOR 
RUBEROID  BRAND  IN  ’52  AD  PROGRAM 


67,871,833  Advertising  Impressions 


IJiiluToid  consumer  advertisinjr  has  j 
iiclpcd  hiiihi  jrrowinvr  acccptatice  for  , 
asitcsios-ccmcnt  si<lin^^  It  has  helped  j 
to  sell  re-sidinjr  hy  showinjr  home  i 
owners  how  they  can  have  colorful.  ' 
fireproof.  I'ot-pi'oof,  durable  sidewalls  j 
at  a  price  within  their  hudy'et. 

.A  revolutionary  new  sidewall  mate¬ 
rial  < 'olor-drained  Sidiny  will  be 
featured  in  Huberoid’s  ’52  campaign. 
Color-drained  Siding  offers  home 
owners  an  opportunity  to  modernize 
their  homes  with  a  combination  of 
dynamic  color  and  te.xture.  In  ^riviiijr 
new  life  to  old  houses  in  the  re-sidin>r  ; 
market,  it  has  met  with  tremendous  | 
success.  The  product  acceptance  heinv:  ' 
created  makes  it  logical  for  you  to  i 
ydve  your  customers  what  they  want 
and  cash  in  on  the  most  sensational 
sidewall  material  ever  developed. 

Ili^h  sjiot  in  early  Sprinjr  will  be 
a  beautiful  full-paye.  four-color  ad  in  ■ 
The  Saturday  Kveniny  Post,  featur-  ; 


in^r  Color-drained  Sidiny  in  a  beauti¬ 
ful  settin}.'.  That  ad  alone  will  reach 
more  than  t  million  families  in  the 
Post,  and  another  2.8(10.000  in  dood 
Housekeeping. 

1(!  national  majrazines.  includiny' 
Time.  The  Saturday  Kveniiijr  Post, 
dood  Housekeeping.  Farm  .Journal. 
Successful  Farminjr,  Capper’s,  and 
Progressive  Farmer,  will  carry 
Kuberoid  sales  messa^res  to  more  than 
15  million  customm  s,  making  68  mil¬ 
lion  impressions.  Ruberoid  advertis¬ 
ing  will  help  divert  more  of  the 
consumers’  dollars  into  remodelling 
and  re-sidinjr,  openin^r  the  door  to 
more  business  and  profits  for  you. 

In  1!»52,  Ruberoid  ailvertisinjr  will 
accelerate  the  rapidly  jrrowinK  de¬ 
mand  amony  your  customers  for 
colorful,  economical,  durable,  and  non- 
critical  asbestos  sidiny  and  other 
Ruberoid  asphalt  and  asbestos  build¬ 
ing  products.  So,  sell  Ruberoid.  the 
name  with  consumer  acceptance. 


f/<T<'  «re  ihf  ittp  inognziin’ii  on  Ku!>froi<rii  nrhi'ilulo  ihni  irill  help  do  a 
potrorful  mlfii-fliniiilaling  Joh  fin  you  and  Rulnnoid  produrlu. 


('.olor-( » rainvil. 

Seiisatiim  in 

Shnnsi  Market 


Riiberoid’s  new  Color-drained  .As¬ 
bestos-Cement  Sidinjr  is  really 
"rinyinK  the  bell.”  Ruilders  are 
spontaneously  switchinjr  after  just 
oneyoodlookat  it.  Home  owners  wel¬ 
come  the  rich  color-styled  shades. 

Color-drained  Siding  is  not  just 
an  assortment  of  new  colors.  It  is 
an  entirely  new  process  of  inte- 
jrratiiiK  two-tone  color  shades  and 
te.xturin>r  to  produce  an  overall  re¬ 
sult  of  hiyhlivrht  and  shadow  har¬ 
mony.  Many  months  of  pioneeriiifr 
research  were  reipiired  to  work  out 
this  unprecedented  advance  in  side¬ 
wall  beauty.  The  aim  was  to  >rive 
warm  iiersonality  and  “decorator- 
styled”  charm  to  home  exteriors. 
To  accomplish  this,  the  creative 
abilities  of  a  famous  color  consult¬ 
ant  were  combined  with  the  ex¬ 
tensive  facilities  of  Ruberoid’s 
research  laboratories.  The  result : 
four  exciting  color  blends,  tuned 
to  the  trend  toward  color  harmony 
. . .  called  Rustic  Brown,  Birch  dray. 
Moss  dreen,  and  Mission  Ivory. 

Because  Color-drained  Sidiny 
makes  it  possible  for  home  owners 
to  have  modern  color  and  texture 
within  low  budjrets  .  . .  because  it  is 
easy  and  tpiick  to  apply  over  old 
sidewalls  ,  .  ,  because  it  offers  you 
an  excitiny.  new,  eye-appealinjr 
product  to  sell  .  .  .  Color-drained 


Riihoroid  hringn  Color-Grained 
Sifl«‘tcalln  fo  rofttr-ronstrinim  .-IfTipr- 
ira  trith  ihitt  revi^lulionary  ttiding. 
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rce  —  ACE  INDUSTRIES  —  have  corroled,  just  for  you,  o  super  top 
grade  oil  redwood  picture  frame  storm  window  that  sells  for  the  unheard 
of  price  of  only  $5.72  (knocked  down). 

The  new,  all  new,  Ace  Window  is  one  you  will  be  proud  to  handle. 
Rugged  in  construction  throughout  the  entire  unit,  it  is  engineered  for 
simplicity  in  assembly  and  installation.  Your  profits  will  be  high  when  you 
carry  the  ACE  BRAND  on  your  storm  windows. 


K.D 


•  Made  from  Top  Grade  Select  Redwood 

•  Cadmium  Plated  Hardware 

Aec  INDUSTRIES  COMPANY 


VgRIT£ 

TODAY 


2908  Glenwood  Avenue 


Phone  8-3211 


Youngstown,  Ohio 
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GEniLIMZN! 

HEIE  IS  HBSOLETELS  TEE  EEEETESI 

PROFIT  MAKER 

IN  THE  BUILDING  SPECIALTIES  FIELD! 


Windo-pfe  /a/oDs/es! 


FOR  REMODELING  WORK!  TO  ENCLOSE  BREEZEWAYS 
CARPORTS  ...  AND  PORCHES!  TO  REPLACE  DOORS. 


fr 


FOR  WINDOW  REPLACEMENT. 


EVERY  BUILDING,  NEW  OR  OLD,  IS 
A  PROSPECT!  Sales  possibilities  are 
unlimited  with  Windo-Tite. 


IT  CAN  BE  EASILY  AND  QUICKLY  IN- 
STAILED  BY  ANYONE.  All  installation 
"bugs"  and  headaches"  completely  elim¬ 
inated. 


V-,' 


Si 


'^5 


REMOVABLE  INSIDE  SCREENS.  Inside  screens 
^  stay  bright  indefinitely,  last  longer,  look  better. 

NO  PAINTING  OR  ADJUSTMENTS  EVER.  Pre¬ 
cision  balanced  Windo-Tite  hardware  is  manu¬ 
factured  from  rust-proof,  lifetime  aluminum 
alloys. 

EXCLUSIVE  TENSION-GRIP  LOUVER-CLIPS 
.  .  hold  glass  firmly.  Never  jams,  never 
sticks,  never  rattles. 

FINGERTIP  OPERATION.  Compact  roto- 
adjuster  operator  adjusts  to  all  posi- 
\  tions  at  the  touch  of  your  hand  .  .  . 
^  ^  handle  does  not  interfere 
or  drapes. 


ith  blinds 


PRICED  TO  SELL...  well  with¬ 
in  the  range  of  the  most  mod¬ 
est  budget  —  thousands  sold 
through  FHA  financing  —  yet 
seen  in  better  homes  anywhere. 

BUY  IT  AS  YOU  LIKE  IT.  Available 
in  a  wide  variety  of  units  and  sizes 
to  meet  your  needs.  Choice  of  clear 
or  obscure  glass  or  wood  louvers. 

YEAR-  ROUND  COMFORT.  Inside 
storm  sash  replace  screens  to  make 
a  Windo-Tite  porch  ideal  in  any 
season  or  any  climate. 

MOST  BEAUTIFUL  WINDOW 
MADE!  Makes  even  an  old 
building  look  new. 


ARM  YOUR  SALESMEN 
WITH  DEMONSTRATORS 

And  Watch  The  Fastest  Sales 
Action  You've  Ever  SeenI  Lud- 
man  Windo  -Tite  Jalousies  Sell 
Themselves. 


f  !■  A-  ^  W  '■  - 

Get  on  the  Windo-Tite  dolouALK. 


Windo-Tite 


lUOMAN  CORP.  OErr.  No.  is  2.  lOX  4S4I,  MIAMI,  flOIIDA 
•  You  moy  enter  my  order  for  Q)  Windo-Tite  Glasi 
Jolousio  Demonstrators,  with  convenient  carrying  handle*. 
Price  $15.00  r>et  each,  F.O.B.  shipping  point.  Also  please 
send  me  complete  literature  ond  competitive  prices. 


STOKI  fHONY  VENTILATORS 


Bandwagon 


STREET. 


m 

p 

% 
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JASCO 

* 


DEFENSE 


CIVILIAN 


In  the  last  5  years,  JASCO  expanded  its  facili¬ 
ties.  Shortly,  with  the  opening  of  its  second 
New  Hyde  Park  plant,  JASCO  facilities  will 
comprise  more  than  70,000  sq.  ft.  of  intensely 
productive  work-space. 

These  new  facilities  are  part  of  the  expanding 
picture  of  demand  for  military  JASCO  products. 
In  keeping  with  our  objective,  this  expansion 
will  enable  us  to  meet  anticipated  defense 
needs,  civilian  wants  as  per  allocation  and  our 
responsibilities  to  both. 

JASCO  is  constantly  at  work  to  deliver  the 
goods  to  America! 


Alert  dealers  are  keeping  in* 
formed  and  *'on  top"  in  today's 
critical  aluminum  market.  To  be 
fully  informed,  send  todoy  for 
PERMALUM  COMBINATION 
WINDOWS,  DOOR  catolog,  ond 
periodic  bulletins. 


Plant  No.  1.  Queens  Village. 

L.  I..  10.000  ft. 

Plant  No.  2.  New  Hyde  Park. 
L.  1 .  40.000  ft 

Plant  No.  3.  New  Hyde  Park, 
L  I.,  22.000  ft.  (April  opening) 


PERMALUM 

WINDOW 

DIVISION 


ALUMINUM  PRODUCTS  CORPORATION 

NASSAU  TERMINAL  ROAD,  NEW  HYDE  PARK,  L.  I.,  N.  Y. 
TELEPHONE  —  FIELDSTONE  7-1658 


ROOFING 
SIDING  & 


I  •l9Sg»  EMTIJN  J 


“Worth  its  weight  in  gold.” 

“We  think  your  Manual  is  terrific.” 
“The  Bible  of  the  Industry.” 


That's  What  Deaters  Say  About 
ROOFING,  SIDING  & 
BUILDING  SPECIALTIES  MANUAL 
1  952  Edition 


The  only  complete,  authorita¬ 
tive  reference  volume  in  its  field 

Order  NOW! 
Only  $3.00 

POSTPAID 


Building  Specialties 
425  —  4lh  Avenue 
New  York  16.  N.  Y. 

Please  send  me . copies 

oi  the  1952  Roofing,  Siding  cmd 
Building  Specialties  MonuoL 

NAME . 

COMPANY . 

ADDRESS . 
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STORM  WINDOWS 


•  ALADDIN  has  come  up  with  two  "naturals"  in 
Steel  Storm  Windows.  Identical  in  design,  one  is 
made  of  stainless  steel  .  .  .  the  other  is  mode  of 
galvanized  steel  (fabricated  with  a  special  painting 
process);  the  windows  are  painted  inside  end  out 
BEFORE  they  are  made. 

Find  out  today  how  soon  you,  too,  can  do  o 
profitable  business  with  "ALADDIN" — the  magic 
nome  in  Storm  Windows. 


STAINLESS  STEEL 


A  Pew  Territories  Still  Arailable  to 
Qualified  Distributors  and  Dealers 


GALVANIZED  STEEL 


FEATURES 


Double  track — self-storing 
Triple  cam-lock 
Rugged  reinforced  angles 

Exclusive  safety  lock  on 
glass  and  screen  inserts 


Usts  9  housetime 


See  the  Mogic  Aladdin  Storm  Window  ot  the  Nersico  Convention  and  Exposition, 
Hotel  Stotler,  New  York,  March  24,  25,  and  26,  Booth  No.  3. 


1510  South  State  St.,  Girari 

PHONE  46-59421 


PLASTIC  WALL  TILE 


UNDERGATED 


;de  CeroAi 


Outtide 


ide  Corner  Cop 


BUILDING  SPECIALTIES 


include  these  2  new  WmWk  ti 
your  sales  plans  for  *52 


Heavy-duty  BULLNOSE 
OUTSIDE  CORNER  CAP 
(available  far  right 
or  left  hand  returns) 


Heavy-duty  BULLNOSE  CAP 


11  CERMAK  TIIES 

aive  you  unlimited  selection 

^  - ■'  Bullnose  Cap 

no»e  OuLide  Corner  Cop 


2’/*' 


■  ~  ET  your  1952  sales  off  to  a  record  start. 

Display  the  new  Cermak  Bullnose  Cap 
tiles,  featuring  broad  butted  edges  for  easy  instal¬ 
lation  .  .  .  beveled  edges  for  a  softer,  tufted  ap¬ 
pearance.  Their  generous  depth  gives  a  finished 
appearance  and  new  beauty  to  every  installation. 

With  Cermak’s  complete  line  of  tiles  you  are 
sure  of  selling  the  most  discriminating  customer. 
At  no  time  has  the  quality  of  Cermak  plastic  wall 
tiles  been  sacrificed.  They  are  second  to  none  for 
lasting  beauty  and  sound  design. 

You  sell  the  best  when  vou  sell  Cermak! 


‘PicHcem  itt  tAe  'Pttutic  ^iU  ^fntUcAOuf 

CERMAK  TILE  COMPANY,  INC. 


4901  Brookpark  Road  •  Cleveland  29,  Ohio 

IN  CANADA:  BUILDERS  FLOORING  t  MILLWORK,  LTD  ,  J50  ST  HELENS  AVENUE,  TORONTO 
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On  tke  House . .  . 


IN  recent  months  this  department 
has  several  times  discussed  the 
“(Jreen  River”  laws  which  prevent 
do(»r-to-door  sellin};.  We  have  ex¬ 
pressed  anxiety  from  time  to  time 
at  the  spread  of  these  local  ordi¬ 
nances  and  have  urged  the  indus¬ 
try  to  do  something  to  curb  them. 
It  is  satisfying  to  be  able  to  report 
that  both  the  National  Metal  Awn¬ 
ing  Association  and  the  National 
('omhination  Window  and  Door  In¬ 
stitute  have  committees  at  work 
on  the  problem. 

*  *  * 


A  monthly  magazine  for  dealers  who  sell  and 
install  commercial  and  home  improvements 


VOL.  4  FEBRUARY,  1952  NO.  8 


At  the  NMAA  convention  in 
New  Orleans,  last  .January,  Charles 
Preaus,  chairman  of  the  State  and 
Local  Ordinance  Committee,  sug¬ 
gested  that  manufacturers  and 
dealers  get  to  know  and  become 
friends  with  the  city  officials  in 
charge  of  ordinances,  b'riendship 
with  such  officials  will  give  home 
improvement  dealers  an  opportun¬ 
ity  to  explain  the  nature  of  their 
(ContiniH'd  iHi  P(t()r  42) 


Cover  Picture  of  the  Month 

The  Dunhill  Insulation  Co.  of  Fair- 
lawn,  N.  J.  installed  22  AWNAIR 
aluminum  awnings  and  two  door 


canopies  on  this 
lovely  house 
which  is  located 
in  Hawthorne, 
N.  J.  The  awnings 
shown  are  of  the 


Venetian  type 
and  have  mov¬ 
able  slats  that 
can  be  opened  or 
closed  from  in¬ 
side  the  house 
and  ore  provided 
with  a  chip-proof. 


weather  resistant,  and  very  durable 


boked-on  enamel  finish.  They  are 


permanent  year-round  installations. 
The  AWNAIR  styling  with  its  scrolls 
and  loop  valences  give  an  air  of 
colorful  dignity  to  any  home.  They 
also  blend  nicely  with  the  architec¬ 


ture  of  commercial  establishments 


such  as  restaurants,  diners,  cocktail 


lounges,  etc.  AWNAIR  is  the  product 
of  the  Awnair  Corporation  of  Amer¬ 
ica,  Wayne,  N.  J. 


On  the  House .  IS 

What  You  Nee<i  To  Know  About  CeilinK  I’riee  IteKulations .  21 

j  Close  That  Sale  On  The  First  Call .  22 

Sell  Outside  Casement  Storm  .Sash .  24 

New  York  NKKSIC.Y  .Meeting  To  He  Largest  FNer  Held .  2tt 

(■lass  .lalousies  Open  New  Markets  F'or  Spei’ialty  Dealers .  2H 

9  Hasir  Holes  That  Will  Increase  Metal  .\wning  Sales .  29 

N.M.V.\  Holds  .Annual  Convention  In  New  Orleans .  .'12 

Sprayc-d  Wall  Hesurfacers .  .‘LI 

H.  S.  Reporter .  .‘16 

.Michigan  Dealer  Says  (;<H»d  Salesmen  .Are  Main  Reason  For  The  Success  Of 
His  Window  Co .  .‘18 

New  Products — Ideas — Methods  .  .39 
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The  famous  Childers  Quick-Attach 
Bracket  makes  assembly  and  installa 


tion  faster  than  any  other  awning. 
Many  customers  do  own  installation. 


New  Mass-Produced  Aluminum  Awnings  Offer 
Storm  Window  Dealers  Year-Round  Extra  Profits 


Take  orders  for  Childers  awnings .  .  .  immediate  delivery  from 
huge  factory  stocks . . .  make  a  double  profit  on  eoch  window 


Thousands  of  homes  without 
front  and  back  porches  are  “natu¬ 
rals”  for  this  Childers  aluminum 
d(M»r  canopy.  It  K>ves  positive  pro¬ 
tection  a^^ain.st  sun.  rain,  and  snow, 
and  harmonizes  with  any  home. 
Today’s  door  canopy  sales  are  to- 
m<»rrow’s  prospects  for  window  and 
porch  awnings. 


Kach  Childers  awning  is 
packaged  at  the  factory, 
and  comes  with  all  fittings 
for  quick,  easy  installation. 
No  special  tools  or  tedious 
as.sembly  required. 

f.S.  Patent  pt-ndinK-  Serial  No.  176.212. 


IF  you  can  .sell  storm  windows, 
you  can  .sell  this  revolutionary 
new  Childers  awning  that  fits  any 
size  window  or  ijorch  without  costly 
custom  tailoring.  Awnings  and 
door  canoi)ies  in  complete  range 
of  sizes  ready  for  immediate  ship¬ 
ment  from  huge  factory  stocks  .  .  . 
no  long  delays  for  awnings  to  be 
manufactured  and  as.sembled.  Fast 
delivery  gives  big  edge  on  compe¬ 
tition. 

This  new  awning,  and  the 
Childers  aluminum  door  canopy, 
offer  storm  window  firms  an  ex¬ 
cellent  opportunity  for  extra  sales 
throughout  the  year  with  biggest 
volume  during  spring  and  summer. 

Childers  awnings  are  priced  far 
below  custom-tailored  metal  awn¬ 
ings,  and  a  wide  variety  of  demon¬ 
stration  and  selling  aids  furnished 
by  ('hilders — i)lus  a  co-op  adver¬ 
tising  program  —  makes  selling 
easy. 

No  big  investment  is  needed  to 
secure  a  Childers  franchi.se,  but 
(iue  to  the  short  aluminum  supply 
only  a  limited  number  of  dealers 
can  be  added  at  present. 


A  few  choice  protected  fran- 
chi.ses  are  still  available  in  many 
parts  of  the  U.  S. 

For  full  information  about  how 
you  can  acquire  a  protected 
Childers  franchise,  write,  wire,  or 
phone  Childers  Manufacturing  Co., 
.‘1620  We.st  11th  St.,  Houston  8, 
Texas.  Telephone  TW-2461. 


Only  Childers  awnings  have  all 

these  features: 

1.  Leakproof,  yet  ventilated; 

2.  (ileaming  enamel  finish  baked 
with  infra-red  for  longe.st  life; 

;L  Designed  to  harmonize  with  any 
home; 

I.  Rot-proof,  fade-proof,  rust- 
pnM)f. 
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What  You  Need  To  Know  About 
Ceiling  Price  Regulations 

Dealers  who  sell  on  o  lump-sum  bosis 
do  not  have  to  file  papers  with  OPS 
but  must  keep  specified  type  of  records 


Building  specialty  dealers  who 
have  not  hitherto  filed  any 
any  papers  with  the  Office  of  Price 
Stabilization  would  be  well  advised 
to  make  sure  that  they  are  not  vio¬ 
lating-  the  ceiling  price  regulations. 
They  may  or  may  not  be  obliged 
to  file  with  the  OPS  depending  on 
their  method  of  .sales.  In  a  recent 
speech  before  NERSICA  members 
in  the  New  York-New  Jer.sey  area, 
Thomas  G.  Letchworth,  Director, 
Con.struction  Section,  Building  Ma¬ 
terials  Division,  Office  of  Price 
Stabilization.  VV'ashington,  D.  C., 
outlined  Ceiling  Price  Regulation 
93  under  which  dealers  must 
operate. 

As  Mr.  Letchworth  pointed  out, 
the  important  thing  for  dealers  is 
to  learn  icheH  and  lion-  they  must 
fill  out  papers  to  operate  under 
CPR  93  and  OPS  orders.  Under 
CPR  93.  Mr.  Letchworth  said,  there 
are  five  main  i)ricing  methods: 

1.  Cost-i)lus  fi.xed  percentage 


fee  contracts. 

2.  Co.st-fixed  dollar  fee  con¬ 
tracts. 

3.  Cost-plus  with  guaranteed 
limit  (upset  price). 

4.  Lump-sum  contracts. 

5.  Sales  of  construction  .service 
on  a  time  and  material  basis. 

Of  the.se  five  the  fourth  and  the 
fifth  methods  are  of  basic  interest 
to  the  home  improvement  dealer. 
If  you  .sell  your  products  and  .serv¬ 
ices  to  customers  on  a  Iinup-sinu 
contract  basis  you  do  NOT  have  to 
file  your  prices  with  the  Office  of 
Price  Stabilization.  However,  you 
DO  have  to  keep  records  specified 
under  CPR  93  and  the.se  records 
mu.st  be  kept  until  two  years  after 
the  OPS  act  exi)ires. 

A  Iinup-ninn  contract,  Mr.  Letch¬ 
worth  pointed  out,  is  one  which  the 
dealer  ntandn  hif  ichctlu  r  he  makes 
or  loses  nionep.  Thus  if  a  customer 
should  call  you  up  and  ask  for  an 
estimate  and  you  quote  a  price  only 


to  find  later  on  that  you  will  not 
make  money  at  the  amount  quoted, 
you  mu.st  stand  by  your  price  if  you 
are  doing  business  on  a  lump  sum 
basis. 

This,  of  course,  doesn’t  mean 
that  you  are  neces.sarily  going  to 
lo.se  money  by  using  the  lump-sum 
contract  method.  Mo.st  specialty 
dealers  operate  under  this  type  of 
contract.  They  do  not,  for  example, 
offer  windows  on  an  individual 
basis  but  instead  quote  a  lump  sum 
for  an  entire  job  which  includes 
the  price  of  the  products  plus  co.st 
of  in.stallation. 

The  point  to  remember  is  that 
if  you  do  not  file  with  the  OPii  be¬ 
cause  you  prefer  to  do  business 
under  the  lump-sum  contract 
method  you  must  stand  by  what¬ 
ever  price  you  quote  to  a  prospect. 
You  must,  therefore,  figure  your 
e.stimates  with  care  since  you  can¬ 
not  later  back  down  if  you  have 
(Continned  on  Pape  42) 


22 


BUILDING  SPECIALTIES 


Close  Thai  Sale 
On  The  First  Call 


By  FRANK  DEMPSEY 
Sales  Mgr.  Home  Owner  Div. 
Ludman  Corp. 


Any  man  who  calls  himself 
a  Salesman  can  secure  some 
results  hut  what  every  real 
Salesman  wants  is  the  Best 
Results.  Read  this  carefully 
and  then  read  it  attain.  Study 
it  until  you  have  the  prin¬ 
ciples  Ihoroushly  in  your 
mind.  Follow  them  and  it  will 
mean  the  difference  between 
securing  a  little  business  and 
making  a  jurreat  success. 

THK  real  Salesman  who  puts  the 
proper  enthusiasm  and  deter¬ 
mination  in  his  work,  will  nine 
cases  out  of  ten,  close  the  sale  on 
the  first  call.  The  .salesman  who  is 
easily  i)ut  off,  makes  the  first  call 
to  introduce  him.self  and  Rive  a 
brief  outline  of  his  business;  the 
.second  call  to  answer  objections; 
the  third  call  to  either  secure  the 
busine.ss  or  Ret  turned  down  and 
as  a  rule  a  torn  doirn  is  what  he 
will  rweive. 

There  is  an  old  .sayiiiR  that  bears 
directly  on  our  method  —  “Strike 
while  the  iron  is  hot.”  If  you  jne- 
.sent  your  proposition  the  fir.st  time 
and  have  Riven  the  customer  all  the 


es.sential  facts;  the  second  time  you 
see  him.  you  have  nothiiiR  new  to 
say.  with  the  result  that  you  must 
rei)eat  what  you  have  previously 
told  him  and  it  .stands  to  reason 
that  you  camiot  be  as  stroiiR  the 
.second  time  as  you  were  the  first, 
and  the  i)rospect's  mind  does  not 
rt*cei\e  the  same  impression.  He 
will  never  be  as  warm  aRain  as  on 
your  first  pre.sentation. 


Frank  Dempsey 


Always  Rive  the  impression  that 
your  time  is  valuable,  that  you 
have  many  prospects  to  see;  be- 
cau.se  if  your  prospect  thinks  that 
your  time  is  of  little  value,  (and 
that  is  the  impression  he  mu.st  re¬ 
ceive  if  you  have  time  to  call  the 
second  or  third  time)  he  will  very 
naturally  feel  that  he  is  nece.s.sary 
to  your  proposition  and  in  his  mind 
you  become  a  beRRar  for  his  siRna- 
ture  to  the  contract.  The  result  is 
a  foreRone  conclusion,  the  prospect 
promptly  turns  you  down. 

ARain,  I  .say,  .strike  while  the 
iron  is  hot.  Make  your  canvass  .so 
stronR,  .so  forceful,  .so  full  of  en¬ 
thusiasm  and  emotional  appeal  that 
he  has  no  time  to  think  of  askinR 
you  to  come  aRain.  Keep  his  whole 
mind  on  what  your  proposition 
means  to  him.  Hold  him  to  it,  while 
he  is  warm  and  do  not  drop  your 
tension  until  you  have  his  O.  K. 

Anticipate  any  objections  that  he 
may  reasonably  be  expected  to 
make  and  haviiiR  answered  all  these 
objections  before  he  has  sprunR 
them,  you  have  left  him  no  Rood 
excuse  for  j)uttinR  you  off,  unless 
he  is  one  of  those  procrastinatiiiR 
individuals  who  never  does  any- 
fhiiiR  in  a  hurry  (or  at  all). 

He  may  spririR  one  of  tho.se  time 
worn  RaRs,  “I  want  to  talk  it  over 
with  my  wife”  or  “I  will  think  it 
over  for  a  while”  or  “I  want  to 
talk  it  over  with  .so  and  so  and  see 
what  he  thinks  about  it.”  Do  not 
make  the  mistake  of  humorinR  him. 
It  is  the  acceptiiiR  of  ju.st  such  ex- 
cu.ses  as  these  that  makes  more 
failures  amoiiR  .salesmen  than  any¬ 
th!  hr  else. 

PermittinR  yourself  to  be  put  off 
has  been  the  cause  of  many  a  man 
losiiiR  his  .sellinR  ability.  Ask  Mr. 

(Confitnifd  on  Poffc  45) 


Keep  your  prospect's  mind  on 
your  proposition  and  do  not 
relax  until  you  have  his  OK 
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K.D.  CALIFORNIA  REDWOOD  WINDOW  J 


^Announcin'' 
THt  NEW 
KD’ 


Here’s  the  really  fine  quality  K.D.  window  for  which  you’ve  been 
waiting!  Here’s  the  easiest,  quickest  K.D.  to  assemble  ever  placed 
on  a  wailing  market.  Mortised  and  tendoned  throughout,  shipped 
direct  to  you;  no  expensive  equipment,  no  high-priced  skilled  labor 
is  necessary.  Installation  is  quick  and  easy,  which  also  means  fast 
turnover  and  high  profits. 


WIRE 


PHONE  *  OR  WRITE  for  complete  details  today! 


PiaURE  FRAME  OUTSIDE  EASEMENT  SUPERIOR  REDWOOD 

COMBINATION  WINDOW  STORM  WINDOW  STORM  DOOR 


Has  built-in  ventilator 
ot  no  extra  cost.  Adds 
glomor  to  any  home. 
Comes  completely 
ossembied  for  fost, 
easy  installation. 


Today's  biggest  seller 
for  those  "difficult  to 
fit  "  casement  windows. 
Modern  design  .  .  . 
low  cost. 


Overlapping  inserts, 
blind  mortise  and 
tendon  construction 
with  raised  panel. 


Weathtr-Tite  guarantees  immediate  delivery. 

ATTtACTIVE  MATS  AND  SALES  AIDS  INSUVE 
INOEASED  PROFITS  FOR  YOU  I 


6305  EUCLID  AVENUE 


CieVELAND  3,  OHIO 

express  1-2816 


Sell  Outside  Casement  Storm 


Easy  to  install,  popular  with  customers,  and  very  profitable, 
they  appeal  to  both  the  dealer  and  the  home  owner 


Each  vent  of  the  primary  case¬ 
ment  is  covered  by  a  separate  alumi¬ 
num  sash  which  moves  with  the 
vent.  If  the  primary  casement  has 
ti.xed  lites  the.se  are  al.so  covered 
with  .separate  storm  sash.  F^ach  of 
the  aluminum  .storm  sash  consi.st  of 
an  outer  frame  and  a  panel 

(framed  in  aluminum)  which  fit.s 
inside  it.  The  k1h«-<  panel  is  .set  in 
rubber  or  Vinyl  i)la.stic  and  its 
metal  frame  is  hinged  to  the  larger 
outer  frame  either  at  the  forward 
or  rear  edge.  A  locking  mechanism 
prevents  the  hinged  panel  from 
opening  by  it.self. 

To  facilitate  cleaning  the  right 


(Third  and  last  of  a  series  of  articles  on 
casement  storm  sash.  Previous  articles 
dealt  with  horizontal  sliding  storm  sash  and 
inside  "clip-on"  types.! 

IF  ANY  ca.sement  storm  sash  may 
l)e  said  to  have  stood  the  test  of 
time,  it  is  the  outside  casement 
storm  window.  Popular  with  the 
home  (»wner  and  the  dealer,  it  has 
earned  the  high  e.steem  of  both  in 
the  face  of  tierce  competition  from 
other  excellent  types  of  ca.sement 
window  insulation. 

While  it  is  not  po.ssible  to  give 
the  reader  an  exact  j)icture  of 
all  the  different  outside  casement 
storm  sash  now  1,'eing  made  by 
various  manufacturers  the  follow¬ 


From  Data  Furnished  By 
Weother-Tite 

Aluminum  Fabricating  Co. 
of  Pittsburgh 
Koufmann  Corp. 


side  surfaces  of  both  the  primary 
and  storm  windows  with  the  right 
hand  and  without  having  to  re¬ 
sort  to  awkward  jjositions. 

Thus  the  right  (as  .seen  from  in¬ 
side  the  room)  casement  vent  is 
opened  all  the  way  until  it  stands  at 
right  angles  to  the  wall  of  the  build¬ 
ing.  Becau.se  of  the  extended  hinge 
of  the  primary  ca.sement  this  posi¬ 


ing  general  description  applies  to 
the  majority  of  them  except  for 
minor  details. 

With  one  exce|)tion,  all  the  out¬ 
side  casement  storm  windows  are 
made  of  aluminum  extrusions.  Like 
other  aluminum  storm  .sash  they 
are  .sold  in  standard  sizes  comjjlete- 
ly  assembled  at  the  factory  or  put 
together  out  of  KI)  |)arts  by  deal¬ 
ers.  They  are  permanently  installed 
on  the  exterior  of  the  j)rimary  steel 
ca.sement  and  need  never  be  re¬ 
moved  even  for  cleaning. 


storm  sash  panel  is  hinged  at  the 
forward  edge  while  the  left  sash  is 
hinged  at  the  rear.  This  makes  it 
jjossible  to  clean  all  inside  and  out- 


tion  of  the  vent  leaves  plenty  of 
room  for  the  hand  to  wash  the  out¬ 
side  surface  of  the  .storm  window. 
The  storm  sash  can  now  be  opened 


i'-' 

; 

Cross  section  of  outside 
aluminum  casement 
storm  sash  showing  Vinyl 
gasket  or  weatherstrip¬ 
ping.  Area  shawn  in 
black  is  the  gasket.  De¬ 
sign  assures  that  the 
gasket  can  never  pull 
loose. 

I  Hi!  St  i-‘turtt's\  .-l/nmin'im 

}‘ ill'll,  itmn  t  <*.  i‘t  l‘ittshiiri/(i 


and  its  inner  surface  cleaned.  At 
the  same  time  the  outer  surface  of 
the  primary  window  can  also  be 
washed.  The  glass  panel  of  the 
storm  .sash  is  then  clo.sed  and  locked. 

The  .same  operation  is  repeated 
on  the  left  side  of  the  window  ex- 
cei)t  that  it  is  not  necessary  to  open 
the  left  vent.  With  the  right  vent 
.still  open  the  hou.sewife  can  reach 
her  right  hand  around  to  the  outer 
surface  of  the  left  .storm  panel. 
Then  she  opens  the  storm  sash 
which  is  hinged  at  the  back  and 
cleans  the  inner  surface  of  the 


Photo  at  right  shows  how 
easily  outside  casement 
storm  sash  can  be  cleaned. 
Installation  is  permanent 
and  need  not  be  removed 
even  tor  cleaning  which  is 
accomplished  by  opening  the 
hinged,  aluminum  framed 
glass  panels  as  shown. 

— Phtyto  conrti’xy 
Ahtmntitm  Fahrinitim/ 
Co.  of  Pitt-thurifh 


Sash 


glass  panel  and  the  outer  surface 
of  the  primary  window. 

If  there  is  a  fixed  lite  above  the 
vents  she  has  merely  to  reach  up 
through  the  .still  open  right  vent 
and  open  the  upper  storm  panel 
which  is  hinged  at  the  top.  Clean¬ 
ing  the  inner  surfaces  here  com¬ 
pletes  the  operation  and  the  right 
vent  can  now  be  closed.  The  inside 
surfaces  of  the  primary  window 
pre.sent  no  problem  since  they  can 
easily  be  cleaned  from  the  room 
side. 

Casement  windows  frequently 
pre.sent  a  problem  of  e.xce.ssive  air 
infiltration  around  the  edges  of  the 
vents.  The  cracks  around  the  edges 
can  vary  from  1/16"  to  as  much  as 
'  i"  with  resulting  drafts  in  cold 
weather  and  excessive  heat  loss.  To 
correct  this  fault  all  outside  ca.se- 
ment  .storm  sash  have  felt,  rubber, 
or  Vinyl  pla.stic  weather.stripping 
around  the  perimeter  of  the  outer 
frame. 

The  aluminum  outer  frame  has 
a  special  channel  which  holds  the 
rubber  or  V’inyl  weather.stripping 
.so  firmly  that  it  can  never  come 
loose  of  its  own  accord.  This  weath¬ 
erstripping  or  gasket  completely 
covers  the  cracks  around  the  edges 
of  the  primary  window  and  seals 
(Continued  on  Page  45) 


Redwood  outside  casement 
storm  sosh  shown  at  the 
right  is  easy  to  install. 
Glass  panels  are  completely 
removable  and  simple  to 
clean.  Turn  buttons  instal¬ 
led  at  factory  aid  perfect 
matching  of  panels  when 
they  are  hung. 

-  -  Illustration  courtesy 
li'eat/ter  Tite 


Close  up  photo  of  on  out¬ 
side  aluminum  casement 
storm  sash  with  all  vents  of 
the  primary  window  closed. 
All  the  glass  panels  are 
hinged  and  have  locking  de¬ 
vices  to  prevent  their  being 
opened  by  wind. 

!  holo  oolirf.  xy  .11:, milium 
J'lihru  atluii  Co.  •'/  Pittsburgh 
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NERSICA 

Convention  and  Exposition 

HOTEL  STATLER,  NEW  YORK 

MARCH  24-26,  1952 


New  York  NERSICA  Meeting 
To  Be  Largest  Ever  Held 


NKKSH'A.  which  reccMitly 
changed  its  name*  from  Xorth- 
castcM'ii  Koofinjr,  Siding  and  Insul¬ 
ating  Contractors  Association  to 
National  Kstahlishc'd  Hooting,  Sid¬ 
ing,  and  Insulating  Contractor's 
Assoc.,  will  hold  its  annual  con¬ 
vention  this  year  at  the  Hotel  Stat- 
ler  in  New  York  City  from  March 
21th  to  the  26th.  In  the  opinion 
of  C.  N.  Nichols,  Managing  Direc¬ 
tor  of  Nersica,  the  coming  conven¬ 
tion  will  be  one  of  the  biggc'.st  and 
best  ever  held  under  the  ausi)ices 
of  the  a.s.sociation. 

In  addition  to  the  large  number 
of  manufacturers  who  will  have 
new  and  exciting  exhibits  of  a 
wide  variety  of  products  at  their 
booths,  the  convention  will  feature 
daily  schedules  replcde  with 
forums,  clinics  and  talks  on  sub¬ 
jects  of  vital  interest  to  roofers 
and  spc'cialty  dealers. 


The  kew  sjx'aker  at  the  luncheon 
on  March  24th  will  be  Gov.  K.  M. 
Evans  of  the  Federal  Reserve  Sys¬ 
tem.  Mr.  Evans  is  directly  in  con¬ 
trol  of  all  installment  crcnlit  con¬ 
trols  and  will  discu.ss  the  general 
credit  situation,  with  emphasis  on 
the  maintenance,  repair,  and  home 
imj)rovement  field. 

Title  I  Program 

At  2:0(1  p.m.  on  the  same  day 
Arthur  J.  Frentz,  Commi.ssioner 
of  the  Title  1  program  in  FHA  will 
disuss  “Can  Title  I  He  Improved'.'” 
Mr.  Frentz  will  bring  out  points 
which  he  thinks  are  in  the  interest 
of  the  public,  the  dealer,  and  the 
Government. 

A  i)anel,  who.se  members  will  be 
rej)resentatives  fntm  four  or  more 
of  the  nation's  largest  lending 
agencies,  will  discuss  various 
pha.ses  of  Mr.  Frentz's  remarks. 


There  will  al.so  be  di.scussion  from 
the  floor  to  i)ermit  dealers  to  give 
their  opinions  and  receive  the 
benefit  of  expert  advice. 

Among  the  members  of  the  ])anel 
selected  for  their  expert  knowledge 
of  dealer  credit  problems  are:  Wil¬ 
liam  Bennett,  Vice  President,  In¬ 
dustrial  Hank  of  Commerce  and 
Jackson  Chambers,  President, 
Gi'amatan  National  Hank  and  Trust 
Co.,  both  from  New  York;  Hugh 
Dunbar,  Vice  President,  City  Bank 
of  Detroit :  and  Elwyn  (Doc)  Pond, 
Allied  Building  Credits,  Los 
Angeles.  C.  N.  Nichols  of  Nersica 
will  act  as  moderator. 

In  addition  to  talks  and  demon¬ 
strations  on  built-u])  roofing,  Tues¬ 
day’s  (March  25)  program  will 
feature  the  inauguration  of  two 
annual  awards  for  di.stinguished 
effort  in  the  interest  of  mainte- 
(Contiiniffl  on  Pape  48) 
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!  LISTEN  to  a  SUCCESSFUL  DEALER- 

I 


’'With  a  quality  prod* 
uct  and  a  complete 
program  the  success 
ot  a  sales  plan  is 
assured.  The  Hess 
people  have  given  us 
both  in  their  Quincy 
"ine." 

Robert  Fesselmcyer 

Sales  Manager 


"All  Hess  Prod¬ 
ucts  arc  so  mod- 


"With  the  Hess  pro¬ 
gram  —  your  profit 
dollar  is  where  it 
should  be  —  in  the 


hard  -  to-  liquidate 
inventories." 


Margaret  Devlin 
Vice-President 


lli'ie  tirr  the  ftn  ts  .  .  .  ns  exprcsseil  In 
the  (I.  \ortnti  (ht..  Inc.,  one  of  \eu 
)  orh  s  oldest  mid  most  siieeessfiil 
storm  II  imloii  sales  oi  fsaiiization. 


"Today,  more  than  ever 
before,  we  must  sell  com¬ 
fort,  convenience,  econ¬ 
omy  and  BEAUTY,  and 
our  Quincy  line  has  all 
four  in  abundance." 

Orel  G.  Norton 
President 


BUILDING  SPECIALTIES 


Attractive  combination  of  a  picture  window 
with  flanking  glass  jalousies  or  Venetian  win¬ 
dows  shown  at  the  right  is  growing  in  popular¬ 
ity  with  home  owners  and  architects.  The 
combination  is  particularly  desirable  when  in¬ 
stalled  in  a  porch  enclosure  as  it  solves  ven¬ 
tilation  problems. 

--Photo  courtosy  i'Joiir  I'itzo  I  oitt  or  Co. 


Glass  Jalousies  Open  New 
Markets  for  Specialty  Dealers 


Combined  with  picture  windows  they 
solve  ventilation  problems  and  are  ideal 
for  porch  enclosure  installations 


injr  fa.'^enient.s  wore  in.-^tallod  (one 
on  each  .'<i<lo  of  the  inctiire  window) 
or  tiankin^r  double  hunjr  unit.s  were 
u.sed.  The  ca.'^ement  or  double  huiiK 
unit.';  were  u.'^ually  an  inteKi'al  part 
of  the  jiicture  window  which  was 
installed  as  one  larjre  frame  pdazed 
at  the  factory  or  by  the  dealer,  de- 
pendinyr  on  the  manufacturer.  The 
third  alternative  wa.s  to  install 
horizontal  louvers  underneath  the 
picture  window  with  a  hopper  type 
ventilator  on  the  room  side  of  the 
louvers.  The  ventilator  could  be 
opened  or  closed  accord! iifj  to  need. 

Of  the  three  methods  mentioned 
above,  llankinjr  ca.sements  offer  the 
least  obstruction  to  ventilation. 
However,  casements  allow  too  much 
air  infiltration  around  their  edjjes 
and  durinjr  cold  weather  this  can 
be  a  nuisance.  Purthermore,  it  is 
impossible  to  control  or  direct  the 


flow  of  air  through  a  casement. 

On  the  other  hand  flanking 
jalou.sies  or  Venetian  windows  have 
many  advantages  when  used  with 
picture  windows.  Unlike  ordinary 
louvers  they  do  not  obscure  the 
view  since  their  slats  are  made  of 
clear  plate  glass.  (They  are  also 
made  of  tinted  or  opaque  glass 
when  desired.)  They  permit  j)rac- 
tically  10(10  ventilation  and  at  the 
.same  time  it  is  i)ossible  to  direct 
the  flow  of  air  by  turning  the  glass 
slats  uj)ward  or  downward  so  that 
there  is  no  direct  draft. 

In  addition  to  these  practical  ad¬ 
vantages  there  is  also  the  advan¬ 
tage  of  the  jalousie’s  appearance. 
For  many  customers  it  is  a  new 
and  exciting  sort  of  window  which 
combines  utilitarian  value  and  the 
charm  of  novelty.  Seen  from  the 
{Continiud  on  Page  52) 


A  S  (iLASS  jalousies  increa.se  in 
popularity  with  the  home  own¬ 
ing  public  more  and  more  u.ses  are 
being  found  for  this  exceedingly 
haiuLsome  and  useful  jiroduct.  As 
an  examjile  the  use  of  picture  win¬ 
dows  with  flanking  glass  jalousies 
might  be  cited. 

Modern  architecture  has  mad*^’ 
the  iiicture  window  so  jiopular  that 
you  can  scarcely  find  a  house  built 
since  World  War  II  that  doesn't 
jirominently  display  one.  However 
attractive  the  iiicture  window  may 
be,  it  has  certain  disadvantages 
which  mu.st  be  overcome  if  the 
home  owner  is  to  get  the  greatest 
benefit  from  it.  Since  the  picture 
window  consists  mainly  of  a  fixed 
slieet  of  glass,  ventilation  liecomos 
somewhat  of  a  problem. 

In  the  past  this  problem  has  been 
.solved  in  one  of  three  ways.  Flank- 
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Increase  Metal  Awning  Sales 
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By  TOM  GROSSE, 
Director  of  Soles, 
Awnoir  Corp.  of  America 


TODAY’S  successful  salesman 
must  be  more  than  a  routine 
“pitchman”.  The  antics  of  the  car¬ 
nival  barker  and  .self-styled  “hiKh- 
pre.ssure  arti.sts”  are  sometimes 
amusiiifr  and  fcntertainin}^  but  the 
persuasive  quality  of  making 
people  want  to  buy  your  product  is 
a  surer  way  of  keeping  people  .sold  ! 

Your  own  individuality  and  per¬ 
sonality  will  jro  a  lonjr  way  in  clos¬ 
ing  the  sale.  If  you  like  people,  you 
can  make  them  like  you.  Your  ap- 
jjearance,  your  courte.sy,  under- 
.standiiif?  and  patience  will  be  re¬ 
flected  in  your  aitproach. 


Know  Your  Product. 


When  you  present  a  pleasant  pic¬ 
ture  of  your.self,  it  is  .so  mur*h  easier 
to  present  a  sincere  picture  of 
your  product.  Your  integrity  as  a 
human  being  will  boLster  the  integ¬ 
rity  of  the  product  and  .service  you 
are  presenting.  It  is  ea.sy  to  win  the 
confidence  of  people  if  you  follow  a 
succe.ssful  pattern  as  outlined  in  the 
following  method  of  .selling  con¬ 
sumer  specialties  outlined  in  9 
successful  ways ! 


1.  KNOW  YOl  R  PRODl  (  T: 

Learn  all  the  facts  about  your 
awning,  its  intere.sting  develop¬ 
ment.  its  unusual  beauty  and  un¬ 
rivalled  performance. 

Be  sure  you  know  what  you  are 
talking  about, — then  pre.sent  your 
facts  in  an  intere.sting,  colorful 
way.  Let  your  j)ro.spect  know  that 
you  have  analysed  the  reasons  why 
your  product  is  .so  much  better  and 
quite  different  from  any  other 
awning. 

Read  and  ab.sorb  its  history. 
Study  its  points  of  beauty  and  its 
practical  functions  and  you’ll  be 
able  to  give  intelligent  answers  to 
any  question  .  .  .  you’ll  find  it  ea.sy 
to  make  other  people  want  it,  be¬ 
cause  you  have  given  them  a 
graphic  picture  of  all  its  virtues! 

2.  DEYELOI*  ENTHUSIASM 

There  is  nothing  in  the  world 
more  contagious  than  genuine  en- 
fhuxidsni.  Getting  excited  about 
your  awning  helps  you  to  give 
.stimulus  to  facts,  it  adds  life  and 
color  to  words  and  builds  a  picture- 
story  for  your  prospect.  There  is 
never  an  oi)ening  for  boredom,  be¬ 
cause  you  are  making  the  other 


\  / 


Be  Sold  On  Your  Awning. 

f/lu strtitions  cuurirsy 
.lutiair  Corp.  of  America 


person  register  with  your  logical 
reasons  why  you  are  so  sold  on 
your  jiroduct. 

Never  confu.se  enthusiasm  with 
high-pre.ssure — remember,  if  you 
are  really  .sold,  your  story  will  un¬ 
fold  with  an  unmistakable  ring  of 
sincerity  that  will  automatically 
make  j)eoi)le  want  what  you  are 
talking  about,  because  it  makes  a 
lot  of  good  .sen.se. 


’  \  / 


VV’hen  your  prospect  becomes  a 
customer,  your  enthusiasm  will 
continue  to  work  for  you,  as  your 
customer  passes  the  word  along  to 
friends.  He  or  she  will  enjoy  tell¬ 
ing  your  .story  in  the  same  inspir¬ 
ing  way  it  came  to  them. 

BE  C  OURTEOUS- 
LOOK  NEAT 

Don’t  forget — a  successful  sales¬ 
man  has  the  essential  quality  of 
liking  people  .  .  .  and  knowing  how 
to  make  i)eople  like  him!  Above  Ail 
Else — he  must  be  neat  I(M)king. — 
That  “clean-cut,  out  of  the  band 
box  look”  goes  a  long  way  in  help¬ 
ing  a  man  over  the  threshold  of  any 
home.  Once  he’s  wiped  his  feet  on 
the  welcome  mat  and  made  his  en¬ 
trance,  what  he  says  and  how  he 
says  it  becomes  as  important  as  his 
ai)i)earance. 
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If  he  practices  courtesy  and  de¬ 
velops  a  pleasant  demeanor,  he’ll 
find  these  characteristics  are  part 
of  an  irresistible  force  in  selling 
himself.  But  he  mu.st  rememlx^r  he 
is  there  to  create  a  desire  for  his 
product  .so  he  gets  to  the  point  and 
tells  his  .story  with  the  cu.stomer’s 
welfare  and  comfort  in  mind. 

Kemember  too  when  you  are 
well-heeled  and  you  have  i)oise  and 
confidence  you  al.so  have  the  ability 
to  go  to  town  on  getting  your  in¬ 
teresting  story  acro.ss.  You  will 
make  your  prospects  feel  that  you 
are  letting  them  in  on  a  unique 
h(»me  .service  plan  that  will  give 
them  years  of  comfort  and  conven¬ 
ience  .  .  .  and  save  them  money  too! 

1.  FOLLOW  I  I*  LK.\I)S 

There  is  no  form  of  advertising 
more  potent  than  the  testimonial 
of  a  satisfunl  customer.  When  you 
are  given  a  leail  don’t  wa.ste  a  sec¬ 
ond  getting  to  the  telephone.  After, 
a  courteous  introduction,  reque.st  a 
definite  appointment.  Sugge.st  that 
it  might  be  advi.sable  to  call  when 
both  the  husband  and  wife  are  at 
home.  This  will  save  a  great  deal 
of  time  and  energy.  Don’t  quote  a 
price  until  both  are  present. 

Bear  in  mind  that  the  wife  usual¬ 
ly  is  a  strong  influence  in  helping 
to  convince  her  husband  to  buy.  She 
is  usually  interested  in  beautifying 
her  home  while  he  is  i)articularly 
intere.sted  in  the  money-.saving 
angle.  He  will  be  impressed  with 
the  idea  that  your  awning  will  in- 
crea.se  the  value  of  the  home.  Both 
the  husband  and  the  wife  will  ap¬ 
preciate  the  beauty  and  comfort 
they  will  enjoy. 


Follow  Up  Leads. 


Be  sure  to  show  consideration 
and  courte.sy  to  both  parties  during 


your  visit.  Give  the  woman  a 
chance  to  expre.ss  her  viewpoint 
and  you’ll  find  her  an  able  assistant 
in  making  her  husband  want  your 
awning  too! 

ORGANIZE  YOL  R  WORK 

Knowing  how  to  organize  every¬ 
thing  you  do  is  about  one  of  the 
surest  formulae  to  .staying  younger 
looking.  Minutes  mean  dollars,  and 
you  can  make  every  minute  jiay  off 
handsomely  if  you  organize  your 
time. 

Make  your  appointments  dove¬ 
tail  with  your  itinerary.  Try  to 
limit  your  calls  to  one  hour.  Don’t 
waste  time  by  deviating  from  the 
subject.  Keep  your  .story  colorful, 
fa.scinating  and  sparked  with  your 
own  natural  enthusiasm.  This  way 
you’ll  keep  your  prospects  on  the 
subject  and  arou.se  their  intere.st. 


Plan  Your  Itinerary. 


.Make  sure  you  lo.se  no  time  trav¬ 
eling  from  one  place  to  another. 
Plan  your  itinerary,  study  your 
routes  and  u.se  the  short-cuts  to 
save  you  time  and  money. 

6.  DEMONSTRATE  YOUR 
PRODUCT 

There  is  nothing  quite  like  a 
visual  demonstration  to  get  your 
story  across.  Let  your  awning 
sample  helj)  you  to  add  graphic 
color  to  your  words.  Fa.scinate  your 
prospects  by  pointing  out  and  dem¬ 
onstrating  the  terrific  features  of 
your  product. 

Don’t  mi.ss  calling  attention  to 
every  single  and  outstanding  fea¬ 
ture  you’ve  read  in  your  manual 
.  .  .  put  special  emphasis  on  the 
be.st  feature  of  all. 


Invite  your  listeners  to  ask  ques- 
tion.s.  Get  their  point  of  view,  then 
give  careful  and  intelligent  an¬ 
swers.  Patience  and  understanding 
in  dealing  with  their  problems  will 
make  it  easier  for  you  to  convince 
them  and  win  their  confidence. 

7.  HAVE  CONFIDENCE— 
I.NSTILL  CONFIDENCE ! 


Be  Confident. 


Present  your  awning  story  with 
a  positive  attitude,  that  will  reflect 
your  confidence  in  yourself  and  in 
your  product.  There  is  nothing  that 
breeds  success  like  success  so  give 
the  impression  that  you  are  a  suc¬ 
cessful  businessman.  Be  proud  of 
the  fact  that  you  have  made  a  price¬ 
less  home  .service  available  to  many 
satisfied  customers  by  .selling  them 
a  reliable  product  with  an  enviable 
record  of  performance. 

You  can  boast  of  the  many  dol¬ 
lars  you  have  saved  for  your  cu.s- 
tomers  in  household  goods  and 
proi)erty  pre.servation,  as  well  as 
the  priceless  increa.se  in  the  value 
of  their  property. 

s.  (il  OTE  YOUR  PRICE 

Now  that  you  have  pre.sented 
your  story  .  .  .  and  demonstrated 
the  unique  features  of  your  awn¬ 
ing,  your  prospects  will  be  as  en¬ 
thused  as  you  are  otherwise  they 
couldn’t  have  been  watching  and 
listening. 

Suggest  that  they  look  over  the 
color  pictures  and  review  your 
.sample — then  excu.se  yourself  and 
stej)  outside  to  .start  measuring. 
Double-check  to  make  sure  you  have 
tabulated  all  dimensions  .  .  .  then 
calculate  your  estimate  quickly  and 

(Continued  on  Page  53) 


February,  1952 


Dealers  and  distributors  wanted  to  sell  this 
nationally  advertised,  complete  line.  Ron-del 
folding  aluminum  awnings  give  beauty,  com¬ 
fort,  protection,  utility,  low  cost  and  lifetime 
durability  to  pleased  customers. 

Made  in  standard  style,  door  hoods,  commercial 
awning  and  canopy,  casement  type,  and  custom 
made 

Send  the  coupon  for  literature  and  our  profit¬ 
making  deal. 


Because  the  Ron-del  folding  awning  is  perman¬ 
ent  ...  it  is  designed  to  last  a  lifetime.  Folded 
up  or  down  at  a  touch. 

It  reduces  maintenance  and  replacement  costs. 

Low  first  cost  due  to  mass  production. 

Unsurpassed  beauty  with  a  wide  range  of 
standard  colors  in  chip-proof,  baked-on  enamel. 

Heavy  gauge,  rust-proof  aluminum  construction. 


Ron-del,  Inc. 

Penthouse,  Reserve  life  Loqi 
Dallas,  Texas 


Send  me  your  latest  literature  and  information  on  how  I  con  make 
good  profits  with  your  awning  line. 


Engineered  for  quick,  easy  installation  with  low 
labor  cost.  No  mess,  bother,  scaffolding  or  rig- 


Iress 


I  om  a  dealer  [[] 


Distributor  Q 
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NMAA  oHicers  elected  at  convention.  L  to  R  (seated):  T.  J.  Bottom,  1st  Vice  Pres.,  J.  E. 
Orchard,  Pres.,  O.  F.  Roehler,  2nd  Vice  Pres.,  (standing)  O.  J.  Showolter,  Sec'y,  B.  Von 
Dozer,  Treasurer  (right). 


National  Metal  Awning  Assn.  Holds 
Annual  Convention  In  New  Orleans 


NMAA  president.  J.  E.  Orchard  predicts  industry 
will  receive  enough  aluminum  to  survive 


niHE  National  Metal  AwniiiK 
J-  As.-«)ciation  held  it.-^  first  an¬ 
nual  meeting  on  January  Gth  at 
the  Hotel  Monteleone  in  New 
Orleans.  La.  It  was  in  many  ways 
an  historie  meeting.  As  reported 
hy  J.  K.  Orchard.  President  of  the 
NMAA.  the  little  jrroup  of  17  manu¬ 
facturers  who  jrot  tojjether  in  New 
York  in  .November  IfioO  to  fijrht  for 
survival  has  now  swelled  to  1)6 
members.  Over  100  delegates  rep- 
re.senting  60  different  companies 
attended  the  meeting. 

With  cautious  optimism  Mr. 
Orchard  predicted  that  the  business 
outlook  for  the  metal  awning 
manufacturers  would  be  “tender” 
for  the  next  nine  months  but  pre- 
dictetl  that  they  would  receive 
enough  aluminum  to  “survive.” 


All  the  present  officers  of  the 
association  were  re-elected.  They 
include  J.  K.  Orchard,  Rutherford, 

N.  J.,  as  President;  T.  J.  Bottom, 
St.  Louis.  .Mo.,  as  First  Vice  Pi'es. ; 

O.  F.  Koehler.  Indianapolis,  Ind.. 
as  Secojid  Vice  Pres.;  Bernard  Van 
Duzer,  St.  Jo.seph.  Mich.,  as  Treas- 
ui’er;  and  I).  J.  Showalter.  Jackson, 
Miss.,  as  Secretary. 

President’s  Report 

The  Pi’esident’s  repoi’t  to  the 
membership  on  what  the  as.socia- 
tion  had  done  for  the  welfare  of 
the  metal  awning  indu.stry  was  a 
di’amatic  record  of  achievement.  It 
outlined  11  brief  points  that  sum¬ 
marized  the  accomplishments  of 
the  association; 


1.  Successfully  appealed  to  the 
Senate  Small  Busine.ss  Committee 
and  to  the  NPA  for  an  amendment 
to  the  famous  .\I7  “Death  Sen¬ 
tence”  order. 

2.  Succe.ssfully  pleaded  in  VV'ash- 
ington  for  greater  consideration 
for  the  “tiny”  manufacturer. 

3.  Pre.s.sed  successfully  for  the 
inclusion  in  the  Controlled  Mate¬ 
rials  Plan  which  was  so  necessary 
for  survival  in  view  of  the  .scramble 
for  aluminum. 

4.  Secured  a  favorable  allot¬ 
ment  for  the  .Metal  Awning  In¬ 
dustry. 

5.  Organized  formally  at  Chi¬ 
cago  a  meeting  on  March  28,  1951, 
to  further  increa.se  the  effective¬ 
ness  of  the  association  as  a  recog- 

(Confiuued  on  Page  55) 


Before;  Lovely  modern 
home's  appearance  mar¬ 
red  by  crumbling  stucco. 


After;  Same  home  after 
being  pressure  sprayed 
with  white  re-surfacer. 
Note  that  even  the  gar- 
oge  door  has  been  re¬ 
surfaced. 


Sprayed  Wall  Re-Sur£acers 


architecture  and  sidewall  type  .  .  . 
and  to  retain  the  color  brilliance 
of  its  nine  attractive  shades. 

To  be  satisfactory  certain  speci- 
tications  must  be  met  by  a  resur¬ 
facing  compound.  The.se  quotes 
from  independent  te.sting  labora¬ 
tories  will  give  the  reader  a  clear 
idea  of  the  basic  qualities  of  this 
product. 

“Initial  Properties:  Resurfacer, 
applied  with  pressure  spray  on 
panels  of  wood,  .stucco,  Transite, 
Ma.sonite,  Homasote,  common 
brick,  concrete  brick,  asbestos 
shingle,  and  .steel,  were  found  to 
be  of  a  fine-grained  ‘.stucco’  te.xture, 
attractive  in  appearance  in  all  nine 
colors  submitted.  Adhesion  on  all 
materials  was  excellent.  The  film 
exhibited  considerable  toughne.ss 
and  flexibility  in  knife  and  bend¬ 
ing  te.sts.” 

“Moisture  Vapor  Permealtilitji : 


Ma.sonite  discs,  coated  on  one  side 
with  white  resurfacer,  were  tested 
for  moisture  vapor  permeability  in 
accordance  with  A.S.T.M.  Desig¬ 
nation  C214-48T.  The  permeance 
of  the  coating  was  found  to  be  0.74 
grams  per  square  foot  per  hour — 
well  within  the  limits  to  be  ex¬ 
pected  of  good  moi.sture  barrier 
materials.” 

“Freezing  and  Thaieing  Resis¬ 
tance  :  Two  common  bricks  and  two 
concrete  bricks,  completely  coated 
with  white  resurfacer  have  been 
subjected  to  alternate  cycles  of 
freezing  in  a  wet  condition  at  20 
degrees  F^ahrenheit  and  thawing 
in  water  at  70  degrees  F'ahren- 
heit.  At  the  conclusion  of  35  cycles 
of  freezing-thawing,  no  breakdown 
of  the  film  or  of  its  adhesion  to 
the  brick  surfaces  has  been 
observed.” 

(Continued  on  Page  57) 


By  LOUIS  VINOCUR 
President,  Perma-Face  oi  America, 
Pittsburgh,  Pa. 


rriHE  building  specialties  field  is 
a  tough  nut  to  crack !  Most  new 
products  are  in  for  a  rough  time 
because  of  the  keen  competition 
but  a  good  resurfacer  can,  in  the.se 
days  of  material  .shortages,  be  such 
an  ideal  source  of  profits  that  we 
frankly  expect  other  manufactur¬ 
ers  to  invade  this  rich  market! 

A  good  resurfacing  compound  is 
fu.sed  onto  exi.sting  sidewalls  under 
extreme  pre.ssure.  The  contents  of 
resurfacing  compounds  now  on  the 
market  vary  but  in  our  case  it  con¬ 
tains  asbestos,  mica,  perlite  and 
titanium  —  to  insulate  triply,  by 
.sealing,  reflecting  and  .stopi)ing 
heat  flow  ...  to  give  complete  cov¬ 
erage  while  pre.serving  original 


Before;  The  85-year-old 
Stephen  Foster  home  in 
Pittsburgh  before  it  was 
re-surfaced. 


After:  The  same  house 
restored  to  its  original 
beauty  after  being  pres¬ 
sure  sprayed  with  a  white 
protective  re-surfocer. 

—Photos  courtesy 
Pernut-Face  of  Amettca 


AWNAIR 


AWNAIR  Promotion 
Plan-^  Promote  Smooth 
Sale-ing  for  You! 


I  here  are  a  few  choice 
territories  still  available.  Ex¬ 
clusive,  protected  franchises; 
national  advertising;  local 
co-operative  advertising; 
booklets  and  pamphlets; 
demonstration  kits. 


AWN  AIR'S 

A  TERRIFIC 
COMMERCIAL 
MONEY-MAKER 


Aluminum 


AWNINGS 


AViNAIR  C:ORP()K ATK)N  of  AMERICA 
U  AYNE,  N.  J. 


Please  send  me  more  informatitm  about  Awnair. 
I  understand  there  is  no  obligation  on  my  part. 


ADDRF.S.S 


STATE 
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B.  S.  REPORTER . . . 


NPA  Bars  KD  Dealers  From 
Filing  For  Aluminum  Quotas 

NPA  release  “CMPL30H”  makes 
clear  that  dealers  and  KI)  operators 
are  not  considered  as  elijrible  to  file 
for  metal  allotments.  The  release 
states:  “Dealers,  distributors,  and 
others  who  only  assemble  or  put 
together  with  minor  operations, 
such  as  cuttinjr  to  lenjrth,  are  not 
considered  to  be  producers.  Such 
as.semblers  may  not  use  the  self- 
certification  provision  of  CMP 
Keffulation  1,  and  are  not  to  file 
C.MP-4B  ai)plications  for  these 
products.” 

* 

W.  W.  Kovalick  Promoted 
At  Ingersoll  Prod.  Div. 

VV.  \V.  Kovalick  has  been  pro¬ 
moted  from  Chief  Enj^ineer  to  Pro¬ 
duction  Manager  of  the  Chicago 
plant  of  the  Ingersoll  Protlucts 
Division  of  I5org-\Varner  Corp.  He 
succeeds  J.  \V.  Dean,  resigned.  H. 
T.  Burke,  formerly  Chief  Tool  En¬ 
gineer,  will  become  Acting  Chief 
Engineer.  The  promotions  were  an¬ 
nounced  by  J.  A.  White,  divisional 
Vice  President  and  Works  Man¬ 
ager. 

4:  *  * 

Corrulux  Corp.  Announces 
5  New  Sales  Offices 

President  Jo.sej)h  S.  Finger  of 
('orrulux  Corj).,  announces  from 
Houston,  Texas,  the  opening  of  five 
divisional  sales  offices  strategically 
Iwated  throughout  the  United 
States.  Most  building  industry  men 
will  recognize  some  old  friends 
among  the  highly  competent  sales 
executives  appointed  to  head  up 
the  new  offices. 


(1.  1).  Jefferson,  formerly  with 
Lever  Bros.,  and  Atlas  Powder,  is 
in  charge  of  the  Northeastern 
Division  with  headquarters  in  Wil¬ 
mington,  Delaware. 

The  Southeastern  Division,  under 
Carl  Olson,  is  headquartered  in 
Atlanta,  Georgia. 

Corrulux  Midwest,  Inc.,  will 
office  and  warehouse  in  Des 
Plaines,  Illinois  (in  order  to  be 
near  Chicago)  and  L.  V.  Warner, 
Executive  Vice-president,  will  head 
up  that  operation. 

From  Pasadena,  California,  Mr. 
George  Paradise,  whose  name,  in 
addition  to  describing  the  location, 
is  well  known  to  all  as  result  of 
his  work  with  Southern  Pacific, 
will  run  the  West  Coast  Division. 

The  Southwestern  Division,  un¬ 
der  P.  W.  F'isher,  will  share  head- 
(piarter  space  with  the  Home 
Oflice  of  Corrulux  Corp.,  in  Hous¬ 
ton. 

4c  4e 

Fasco  Appoints  J.  E.  Shull 
and  Son  as  Representative 

Fa.sco  Industries,  Inc.,  Rochester, 
New  York,  take  pleasure  in  an¬ 
nouncing  the  appointment  of  J.  E. 
Shull  and  Son,  350  South  Central 
•Avenue,  Los  Angeles  13,  California, 
as  their  representative  in  southern 
California,  Arizona,  and  southern 
Nevada. 

.Mr.  Shull,  well  known  to  the  elec¬ 
trical,  heating,  and  ventilating 
trade,  has  had  manj'  years  exi)e- 
rience  covering  the.se  territories  as 
sales  manager  with  a  local  utility 
and  in  his  own  agency  business. 

James  R.  Shull  has  recently  join¬ 
ed  his  father  after  several  years 


service  in  a  sales  capacity  with  a 
west  coast  wholesaler. 

m  *  * 

Weather-Proof  Co.  Honored 
For  Sharing  Tech  Knowledge 

Special  recognition  has  been 
given  by  the  United  States  Gov¬ 
ernment  to  the  Weather-Proof 
Company.  1407  E.  40th  St.,  Cleve¬ 
land.  O.,  for  the  role  it  is  playing 
in  supporting  mutual  American- 
European  efforts  to  .strengthen  the 
free  nations  against  communi.sm. 
The  Weather-Proof  Company  was 
ho.st  to  a  team  of  seven  French  in- 
du.striali.sts  this  past  August. 

•A  “Certificate  of  Cooperation,” 
bearing  the  red,  white  and  blue 
"Strength  for  the  Free  World” 
shield  of  the  Economic  (Coopera¬ 
tion  .Administration,  and  a  letter 
of  citation  signed  by  Acting  ECA 
•Administrator  Richard  M.  Bissell, 
Jr.,  were  received  this  week  by  Air. 
W.  E.  Pettersen,  Vice-President  of 
the  Weather-Proof  Comj)any. 

The  certificate  states  that  it  is 
awarded  in  recognition  of  the 
firm's  “furnishing  technical  assis¬ 
tance  to  the  peoples  of  the  Mar¬ 
shall  Plan  countries  to  aid  them  in 
maintaining  individual  liberty,  free 
institutions  and  peace.” 

•  ♦  ♦ 

McNicol  Becomes  Mgr. 

For  Mullins  Oregon  Office 

Jo.seph  G.  McNicol  has  been  ap¬ 
pointed  regional  manager  for 
A'oungstown  Kitchens  with  head- 
(piarters  in  Portland,  Oregon,  Sales 
•Manager  D.  F.  Rucks,  ,Jr.  an¬ 
nounces. 

He  will  have  charge  of  sales  to 
(Cortfinued  ov  Page  61) 
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Michigan  Dealer  Says  Good  Salesmen  Are  Main 


T^ISCOV'KRIN’CI  to|)-ratinjr  sales- 
^  men  is  the  chief  concern  of  the 
Aluminum  Storm  Sash  and  Screen 
Company,  519  E.  Grand  River, 
Lansing,  Mich.,  accordinn  to  the 
Manager,  F,  L.  Slaymaker. 

“We  are  alway.s  advertising-  for 
men  in  the  newspaper.  Many  men 
reply  but  I’m  sorry  to  say  few  are 
cho.sen.  Ours  is  a  highly  competi¬ 
tive  busine.ss,  requiring  con.scienti- 
ous  men  capable  of  plugging  along 
every  day.  Mo.st  men  replying  to 
newspaper  advertisements  seem  to 


Above:  Headquarters  of  the  Alumi¬ 
num  Starm  Sash  &  Screen  Co.  in  Lan¬ 
sing,  Mich.  Display  madels  on  house 
wall  stand  can  be  seen  thru  window. 
Left:  Type  of  simple  ad  used  by  the 
company. 

be  looking  for  big  returns  for  little 
work.  V\'e  don’t  take  on  a  man  who 
begins  the  interview  emphasizing 
how  much  he  wants  to  take  before 
we  can  find  out  what  he  has  to 
give,’’  says  Mr.  Slaymaker. 

“Home  Shows  are  one  way  of 
showing  up  the  rating  of  our  six 
salesmen.  The  home  office,  located 
in  Grand  Rapids,  provides  us  with 
an  attractively  lighted  booth,  .show¬ 
ing  sample  windows  and  doors — a 
toji-rating  .salesman  is  capable  of 
keeping  crowds  around  the  l)ooth 
while  closing  enough  .sales  to  more 
than  double  his  average  week  and 
also  gather  prospects  to  keep  him 
bu.sy  for  the  next  three  to  four 
months.  Some  of  our  men  have 
measured  up  to  the  above  standard 
during  the  pa.st  two  years.  With 
the  aluminum  situation  what  it  is 
at  present,  the  prospects  for  a 
showing  at  the  coming  local  home 
show  are  dim,’’  prophesies  Mr. 
Slaymaker. 

“The  good  salesman  is  capable  of 
friendship,”  continues  Mr.  Slay- 


Reason  For  The 


Success  of  His 


Window  Company 


maker,  “and  there  is  nothing  as 
valuable  as  making  a  friend  out  of 
every  u.ser  of  our  windows.  This 
fact  we  drive  home  twice  a  week  at 
our  regular  .sales-meetings  which 
I  conduct  here  in  this  office. 

We  are  all  of  us  company-trained 
men,  and  the  company  has  proved 
that  friends  are  eager  to  furnish 
leads.  Friends  seldom  expect  tips 
or  a  commission  for  saying  a  good 
word  for  a  product  which  satisfies 
them.  However,  tips  to  customers 
is  a  matter  the  .salesman  is  free  to 
decide  for  him.self.  If  a  tip  is  given, 
it  is  not  encouraged  by  the  company 
but  is  paid  out  of  the  individual 
salesman’s  commission. 

“We  do  encourage  the  salesman 
to  do  everything  he  po.ssibly  can  to 
continue  and  maintain  the  friend¬ 
ship  of  all  of  his  cu.stomers.  We 
sugge.st  that  he  .send  letters  and 
cards  on  various  anniversaries. 
Mo.st  people  are  pleased  to  be  re¬ 
membered  on  their  birthday  for 
example.  The  company  a.ssists  by 
.sending  Chri.stmas  cards  to  all  the 
u.sers  every  year  but  each  salesman 
is  reminded  to  .send  his  own  more 
personalized  card,”  says  Mr.  Slay¬ 
maker. 

“Company  sale.smen  all  reported 
{Cnfitinued  on  Page  58) 
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New  Features  For 
Peterson  Windows 

New  features  now  incorporated 
in  Peterson  Aluminum  Horizontal 
Sliding  Windows.  The  manufac¬ 
turer,  Peterson  Window  Corpora¬ 
tion  advises  that  standard  sizes 
have  been  increased  to  sixty  in 
number,  ranging  from  2'  to  10'  in 
width  and  2'  to  6'  in  height.  Stand¬ 
ard  windows  include  2,  3,  4  and  5 
panel  as  well  as  picture  window 
types. 

Peterson  Windows  which  have 
been  effectively  u.sed  in  modern 
residences,  commercial  buildings, 
dormitories  and  aj)artment  houses 
acro.ss  the  country  and  now  unusu¬ 
ally  well  adaiJted  for  first  floor 
r(K)m  inasmuch  as  provisions  have 
been  made  for  locking  in  the  closed 
and  I",  2"  and  3"  open  iwsitions. 


An  inconspicuous  rib  extending 
the  full  vertical  height  of  the  sli<i- 
ing  .sash  eliminates  the  plastic  knob 
which  formerly  served  as  the  oper¬ 
ating  handle.  This  rib  not  only  adds 
to  the  tailored  appearance  of  the 
frame  but  lends  rigidity  to  the  as¬ 
sembly  making  heights  up  to  6' 
practical. 

All  the  former  advantages  of 
Peterson  Aluminum  Horizontal 
Sliding  Windows  have  been  re¬ 
tained.  The.se  features  consi.st  of 
puttyless  glazing  and  easy  removal 
of  sliding  sash  into  the  room  for 
convenient  washing,  elimination  of 
sash  balance,  operating  cranks 


and  projecting  hinges.  The  neat, 
.scarcely  noticeable  installation  of 
double  glazing  j)anel.s  (.storm  sash) 
from  inside  the  room  is  another  re¬ 
tained  feature. 

*  *  * 

Louvered  Wood  Window  Has 
Sliding  Vent  Panel 

New  wood  sash  units  have  large 
fixed  pane  sections  with  louvered 
vent  .sections  below.  Rig  feature  of 
the  a.s.sembly  is  vertical  sliding  vent 
panels  that  provide  regulated  air 
circulation. 

V’ent  panels  operate  in  a  metal 
weatherstripped  channel.  Windows 
are  made  in  various  .standard  sizes 
and  can  also  be  furnished  in  cus¬ 
tom  sizes.  Kach  unit  includes  con¬ 
cealed  .screens  and  exterior  trim. 

4c  Jit  * 

Kitchen  Fan 

Has  Adjustable  Sleeves 

Recently  introduced  ventilating 
wall  fan  has  adjustable  sleeves  to 
tit  various  wall  thickne.s.ses.  One 
model  adjusts  for  w'alls  from  4' 2 
to  6  in.  thick  while  the  standard 
unit  has  an  expansion  range  from 
5^4,  to  9  in. 


Roth  models  rated  at  500  cfm  and 
feature  a  grille  held  in  i)lace  by 
just  one  thumb-.screw  for  easy 
cleaning. 

Other  features  include  a  quiet 
"Q"  type  fan,  totally  enclosed 
motor,  and  weatherproof  door 
seal.  Made  by  Ilg  P^lectric  Ventilat¬ 
ing  Co. 

4c  *  « 

Howell  Mfg.  Co.  Adds 
New  Garage  Door 

1.1  response  to  the  grov.ing  pop¬ 
ularity  of  the  ranch-type  home. 
The  Howell  .Manufacturing  Com¬ 
pany  has  announced  a  new  addition 
to  the  “How-ell-dor”  garage  door 
line,  the  “Rancher.” 


Kconomically  priced,  and  de¬ 
signed  with  the  modern  ranch 
style’s  functional  simplicity,  the 
"Rancher”  is  a  three  section  Up¬ 
sweep  door  available,  with  top  open 
or  solid,  in  two  stock  sizes:  8'  0" 
Wide  X  7'  0"  High  x  Thick, 
and  8'  0”  Wide  x  6'  6"  High  x 
Thick. 

*  *  * 

Plastic  Sheeting 

Al.synite,  a  translucent  plastic 
sheeting  u.sed  in  a  variety  of  struc¬ 
tural  and  decorative  applications, 
now  is  available  in  flat  panels,  pro¬ 
duced  by  Alsynite  Company  of 
America. 

The  panels  are  highly  fire-resis¬ 
tant,  and  will  not  crack,  craze, 
warp,  buckle,  sag,  rot  or  mildew. 
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wet  northern  belt,  has  started 
manufacturing  the  window. 

It  comes  in  seven  fabricated  red¬ 
wood  pitH-'es,  ready  to  nail  together 
right  into  the  wall  framing,  and 
eliminates  sashes,  putty  and 
weights. 

It  comes  in  one  size,  for  the 
present,  4  0"  x  ,‘VO".  Two  panes  of 
glass  are  used,  with  one  of  them 
sliding  .  .  .  standard  size,  26"  x  36" 
3/16"  crystal,  to  be  obtained  from 
any  glazier  (not  included  with  fab¬ 
ricated  window).  Glass  panes  lift 
out  for  cleaning. 

The  knockdown  i)ieces  are  packed 
in  a  metal-taper  bundle,  for  easy 
shipping  and  storage. 


They  come  in  many  soft  lustrous 
colors  that  add  a  touch  of  beauty 
to  any  home  and  lit  in  well  with 
either  modern  or  contemporary 
architecture.  The  manufacturer 
claims  that  they  do  not  darken 
the  rooms  they  are  designed  to 
shade.  They  cut  out  glare,  but  let 
light  through  in  a  soft,  diffused 
abundance  that  adds  an  indescrib¬ 
able  charm  to  both  homes  and 
commercial  establishments. 


They  are  unaffected  by  humidity, 
.salt  water,  sunlight,  heat  or  cold, 
and  are  resistant  to  mild  acids. 

ALsynite’s  ease  of  use  is  an  out¬ 
standing  feature;  it  is  as  ea.sy  to 
use  as  wood.  It  may  be  cut  with  a 
power  or  hand  saw  or  shears,  or 
drilled  with  ordinary  tools.  May 
be  fastened  with  nails,  bolts, 
.screws  or  mastic.  Alsynite  is  made 
by  combining  resins  and  glass  fibers 
under  heat  and  pressure.  It  is  avail¬ 
able  in  six  standard  colors. 


Asbestos  Siding  Has 
Appearance  of  Wood  Shakes 

Recent  addition  to  Ruberoid  line 
of  asbestos-cement  products  is  this 
“Color-Grained”  siding  that  comes 
in  4  due-tone  colors.  The  color 
graining  in  the  material  gives  the  Cabinet  Lift  Gives 
appearance  of  wood  shingles  or  "Hide-A-Way  Store 
shakes,  and  joints  between  the  sid- 
ing  pieces  become  invisible. 


After  many  years  of  being  either 
in  the  way,  or  put  away  where  they 
were  to  be  operational,  electric 
mixers,  grinders,  and  similar  ap¬ 
pliances  can  now  have  a  place  of 
their  own.  The  McMahan  Kitchen 
Cabinet  Lift  accomplishes  this  by 
changing  ordinary  cabinets  into 
efficient  “di.sappearing-shelf”  units 
that  store  the  appliance  out  of  the 
way  when  not  in  use,  at  the  .same 
time  providing  instant  access  and 
additional  working  area  when 
needed. 

McMahan  Brothers,  manufac¬ 
turers  of  typewriter  mechanisms 
for  thousands  of  fine  office  desks 
developeil  this  lift  to  the  specifica- 
tionis  of  architects,  contractors, 
cabinet  makers  and  home  planners. 

Constructed  of  •  );"  x  V  Y'  steel, 
the  lift  comes  as.sembled,  ready  to 
install.  It  is  available  in  two  sizes, 
that  fit  any  wood  or  steel  cabinet 
(ConfitiKfd  on  Page  64) 


Translucent  Shatterproof 
Plastic  Awning  Available 


New  Sashless  Window 

An  “all  -  gla.ss"  window  now 
manufactured  in  the  heart  of  Cali¬ 
fornia's  Redwood  Region,  consists 
of  a  redwood  frame  and  no  hard¬ 
ware.  except  an  ingenious  pull- 
latch  which  loc’ks  the  window 
clo.sed  or  jiart  open.  Metal  short¬ 
ages  can  have  very  little  effect  on 
its  manufacture. 

The  very  simple  construction 
places  it  in  the  lowest  price  level, 
according  to  the  manufacturer. 
Krnest  Pierson  Company.  The 
“Pierson  20-20  Window”  was  de¬ 
signed  by  a  California  home  builder 
who.  after  five  years  and  some 
3000  installations  in  California’s 


The  Ray  -  O  -  Lite  Corporation 
is  introducing  a  new  line  of  RAY- 
O-LITE  Awnings  for  1052.  Soft 
pastel  shades  of  translucent,  shat- 
ter-i)roof  plastic  forms  the  body  of 
the  awning,  rigidly  supported  by  a 
strong  frame  of  polished  and  ano¬ 
dized,  weather  resistant  aluminum 
components.  They  will  stand  a 
lifetime  of  use  and  al)use  in  all 
climates  without  any  appreciable 
show  of  wear. 
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Hints  To 
SALESMEN 


(From  an  Article  on  Selling  the  Home  Owner 
by  Geo.  C.  Ray) 

Perhaps  the  most  prevalent 
phrase  in  selling;  home-owners, 
and  the  one  that  represents  the 
most  verhiase,  futility  and  wasted 
effort  on  the  part  of  both  the  sales¬ 
man  and  prospect  is  the  feeble 
statement:  “Leave  me  your  card.” 

If  you  are  a  very  ordinary,  un¬ 
imaginative  salesman,  you  do  just 
that:  You  give  your  card  to  the 
prospect;  hid  him  farewell;  and 
he  promptly  places  the  card,  prob¬ 
ably  as  a  matter  of  courtesy,  some¬ 
where  in  a  drawer  where,  for  the 
next  decade  or  so,  it  gathers  dust 
along  with  hundreds  of  cards  left 
by  other  mediocre  salesmen  that 
have  preceded  you;  or,  if  he  isn’t 
so  courteous,  the  card  goes  into  the 


waste-basket  without  so  much  as 
a  glance. 

*  *  * 

\oir,  how  cun  we  (jet  around 
fhL't  traditional  dodge  by  the  cus¬ 
tomer^  How  can  we,  as  salesmen, 
make  this  stumbling  block  in  the 
closing  of  a  S(de  pay  off,  in  dollars 
and  cents,  either  at  the.  moment,  or 
in  the  immediate  future? 

In  the  first  place,  no  one  in  sell¬ 
ing  today  could  be  so  idetdistic  <ts 
to  believe  that  it  is  never  necessary 
to  leave  a  card — that  every  sale 
may,  somehow,  be  consummated 
on  the  spot — but  it  is  possible  for 
us  to  re-<inalyze  our  sides  approach 
so  that  it  culminates  in  successful 
orders  a  large  proportion  of  the 
time;  then,'  when  you  do  find  it 
necessary  to  leave  a  card  you 
should  do  so  in  such  a  distinctive 
manner  that  the  prospect  never 
forgets  that  the  card  you  gave  him 
belongs  to  you  and  the  product  you 
represent. 

You  are  a  building  specialty 
salesman.  It  is  your  primary  inter¬ 


est  and  business  to  sell  building 
speebdties.  .4.s‘  a  matter  of  fact,  if 
you  care  anything  about  succeed¬ 
ing  as  a  salesman,  building  special¬ 
ties  are  what  you  live  for! 

.Now,  what  do  you  have  to  offer 
a  customer?  Why,  should  he  be  in¬ 
terested  in  buying  from  you?  If 
you  think  that  all  you  have  to  offer 
him  is  some  specialty  product  you 
are  very  wrong  because,  in  addi¬ 
tion  to  your  product,  you  offer  him 
at  least  four  vital  things:  A  visible 
improvement  in  his  house,  a  finan¬ 
cial  saving,  increased  comfort  and 
an  added  insurance  that  his  house 
will  stand  up  against  the  unpre¬ 
dictable  whims  of  the  weather  and 
other  deterioration  to  which  it  is 
subject. 

Let’s  see  how  the  salesman  who 
keeps  these  things  in  mind  gets 
along:  Mr.  Hlack,  a  home-owner, 
is  discussing  roofing  with  Mr. 
White,  a  salesman  for  AIK’  Storm 
Sash  Co. 

To  Be  Continued 
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Se/fi'  Ventilating* 

COMBINATION 
REDWOOD  DOOR 

This  beauty  is  different!  So  different  that  we've 
applied  for  patents  an  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


GREGG 

ENGINEERING 
COMPANY,  INC. 


*  feather-glide 
Manufacturers 


•  Frame  is  5/4  clear  hardwood, 
mortise  and  tennon  jointed.  Built 
Into  opening  are  .  .  . 

•  Glass  &  Screen  insert  backed  by 
a  larger  sliding  glass  panel. 

•  Picture  frame  moulding  built  up 
a  center  thickness  of  2". 

•  Wood  Life  treated,  finished  with 
PAR  for  lasting  satin  finish,  hand- 
rubbed  and  waxed. 

•  Delivered  ready  to  install. 

•  Fully  equipped  with  brass  and 
brass  plate  hardware. 

•  Perfect  for  use  as  PRIMARY 
DOOR  as  well  as  Combination 
and  porch  enclosure. 

WEATHER  PANEL  ADJUSTS  UP  OR  DOWN  AT  THE  TOUCH  OF  A  FINGER! 
of  Famous  Greggwood  Combination  Windows  A  Doors 
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HUMPHREY 


Check  These  Features 


•  100°o  Rust  Proof 

•  Beautiful  Slender  Frames 

•  Self-Storing,  No  Changing 

•  New  "Tension  Sealed" 

Construction 

•  Permanent 

•  Made  To  Order 

•  Easy  To  Operate 

•  Smooth  Gliding  Action 

•  Available  Now 

Monufocturing  D<str  butor  franchises  now 
open  <n  a  number  of  good  territories  Wc 
furnish  hntol  stock  and  cv  rythinq  but  glass 
Fabncotion  is  simok  cut-off  and  assembly 
operation  with  me-Kpensivc  equipment  Make 
any  sue  from  stock— no  inventory  problems 
Low  cost  Low  freight  Large  profit 

Our  field  representatives  are  available 
for  personal  interviews,  future  service, 
production  ond  sales  promotional  work 

'THOUSANDS  Of  SAJtSflED  USERS' 


Kaiser  to  Double  New  Orleans 
Aluminum  Plant  Capacity 

Kaiser  Aluminum  &  ('hemical 
('<)ri)oration  has  announced  plans 
to  (i()ul)le  its  aluminum  reduction 
l)lant  and  jiower  facilities  now  un¬ 
der  construction  in  the  New  Or¬ 
leans  area. 

The  (lovernment  previously  had 
granted  Certiticates  of  Necessity 
for  the  expansions,  and  the  Gen¬ 
eral  Service  Administration  an¬ 
nounced  the  siKiiiiiK  nf  a  letter 
sui)i)ly  contract  with  Kaiser  Alu¬ 
minum  &  Chemical  f'orporation 
whereby  the  Government  jruaran- 
tees  to  i)urcha.se  live  full  years  of 
the  production  from  the  new  100.- 
000  ton-a-year  plant  that  is  not 
otherwise  marketed  l)y  the  Corpo¬ 
ration  commercially. 

The  contract  with  the  Govern¬ 
ment  is  subject  to  concluding  fi¬ 
nancing  .satisfactory  to  the  Corpo¬ 
ration.  Henry  J.  Kaiser,  in-esident, 
stated  that  the  exi)ansion  plans 
call  for  Kaiser  Aluminum  to: 

Increase  the  cai)acity  of  the 
new  plants  to  a  total  of  200,000 
tons  of  priniai’y  aluminum  a  year, 
making  it  the  largest  aluminum 
reduction  plant  in  the  United 
Stalt-s.  Four  aluminum  reduction 
potlines,  with  an  atryrejrate  annual 
cajiacily  of  100,000  tons,  are  to 
be  added  to  four  similar  potlines 
now  m-ariny  completion. 

•A. 

On  the  House 

(Ciiiitiiui)  il  IroD!  1*1) 

business  and  why  door-to-chtor  sell- 
injr  is  an  absolute  necessity  to  the 
Kydt innate  dealers  in  this  business. 
Once  they  jjet  to  know  you  and 
the  valuable  sei'vice  you  render  to 
the  home  owners  of  the  community, 
such  i>tficials  are  much  more  likely 
to  call  you  in  for  a  consultation 
before  i)assinyr  any  rejrulations 
which  nuydit  be  detrimental  to 
your  business. 

*  *  * 

.lust  as  we  predicted  in  a  previ¬ 
ous  editorial,  the  pace  of  the  de¬ 
fense  ett'ort  has  shtwed  down  be¬ 
cause  of  the  realization  of  the 
harm  it  has  been  doiny;  to  civilian 


PRODUCTS,  INC 
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business.  The  rearmament  pro¬ 
gram  will  henceforth  be  spread 
out  over  a  lonj^er  period  and  the 
probability  that  material  short¬ 
ages  for  civilian  industry  will 
begin  to  les.sen  somewhat  begins 
to  appear.  .\l ready  the  .-\ir  Force 
has  announced  that  it  will  return 
a  “substantiar  but  as  yet  undis¬ 
closed  amount  of  aluminum  to  the 
Defense  Production  .-Vdministra- 
tion.  Some  Washington  officials  es¬ 
timate  the  amount  of  aluminum 
thus  released  as  amounting  to 
about  .'U>  million  pounds.  This  is 
the  amount  known  to  have  been 
earmarked  for  aircraft  and  other 
munitions  in  the  second  quarter. 

4c  4: 

Meanwhile  Ral[)h  S.  Trigg,  head 
of  DPA’s  Office  of  Program  and 
Requirements,  announced  that  as 
soon  as  the  metal  was  actually  re¬ 
turned  the  DP.A  would  begin  to 
consider  reallotment  to  civilian  in- 
du.stry.  It  may  well  be  that  such 
reallotment  will  relieve  the  NP.A  of 
some  embarrassment  since  it  has 
already  allotted  more  aluminum 
for  the  nine-month  period  ending 
next  .June  .‘tOth  than  can  be  deliv¬ 
ered.  In  fact,  the  deficit  ma.v 
amount  to  about  Ifid  million 
pounds. 


Price  Regulations 

(Cniifituii  il  friiin  Pdfif  21) 
made  a  mistake. 

On  the  other  hand,  if  you  .sell  on 
a  time  and  installed  basis,  ifoii 
tih  irith  OPS.  If  you  elect  to  use 
this  l)asis  of  doing  business  you 
cannot  u.se  iiricing  under  the  regu¬ 
lation  until  your  prices  are  estab¬ 
lished  with  the  agency. 

If  you  tell  a  customer  that  the 
labor  on  a  job  will  cost  X  dollars 
jilus  X.\  dollars  for  material  and 
that  the  ultimate  cost  dejiends  on 
how  long  the  job  takes,  you  are 
selling  on  a  tinir  and  iasfalh d  .salt  k 
bo.sv'.s.  One  example  of  such  an 
ojieration  mentioned  by  Mr.  L<*tch- 
worth  is  the  company  that  adver¬ 
tises  combination  .storm  windows 
at  a  fixed  iirice  i)er  window,  with 
(PiHitiiiHcd  an  Pagt  41) 


NAME, 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 


-0  -  WITH  =v 

C  ’  K  >'  r"  * 


The  CARBO-TEX  formula  is  fhe  result 
of  years  of  research  and  experiment.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mica  and 
asbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  and  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coat 
of  CARBO-TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 
...  It  adheres  to  the  wall  surfaces  to 
which  it  is  applied,  and  will  not  powder 
or  crack. 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 


Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  and  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 


CARBO-TEX  dependability  means  greater  profit 
for  you  .  .  .  more  satisfaction  for  your  customer. 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N.  Y. 


Please  send  information  regarding 
franchises  and  available  territories. 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

1dl  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  DIgby  9-3170 


FIRAA. _ 

ADDRESS _ 

CITY _ 


-ZONE___STATE 
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A  profile  of 

Afurninum 

Seivfces 

To  the  prime  contractor  who  needs 
help  now,  Werner’s  extensive  manu¬ 
facturing  and  production  facilities  in¬ 
vite  careful  investigation  as  your  de¬ 
pendable  production  source. 

Two  strategically  located  Werner 
high-capacity  plants  are  currently 
servicing  nationally  known  prime 
contractors*. 

A  highly  skilled,  personalized  ser¬ 
vice;  direct  telety|x-  lines,  and  excel¬ 
lent  forwarding  facilities  will  expe¬ 
dite  your  order  for: 

ALUMINUM  EXTRUSIONS 
ROLL- FORMED  SHAPES 
Aluminum  •  Staintess  Steel 
Bran  •  Zinc  •  Copper 
Your  inquiry  will  bring  you  specific 
information  concerning  Werner  facil¬ 
ities  for:  Kxtrusion  and  Roll-forming 
and,  secondary  oprrations:  Rending* 
Drilling  •  I’unching  •  ('utting  •  Count¬ 
er  Sinking  •  Welding  •  Riveting  •  Fab¬ 
rication.  FOR  ESTIMATING  Plcasc Submit 
drawings  and  specifications. 

•  Stmtt  ••  r,v*'*l 

R.D.  WERNER  CO.#  Inc. 

EXECUTIVE  OFFICES 

Dept.  BS,  29S  Fifth  Avenut,  N.  Y.  16,  N.  Y. 
FACTORIES;  Oreenvilla,  Pa. 

In  Canada  OSHAWA.  ONTARIO 
Manvfaclur»r$  of  Aluminum  Extrusions 
and  Roll-Formed  Shapes 


Double  Profits 

Our  great  country  is  a  country 
of  double-profits ! 

You  don’t  understand?  Why  the 
solution  is  easy!  For  instance,  if 
you  make  a  product  and  sell  it  to 
your  neighbor,  you  have  made  a 
profit.  If  your  neighbor  is  satisfied 
that  the  article  is  worth  more  than 
he  paid  for  it,  that’s  the  second 
profit.  And,  by  the  .same  token,  if 
the  customer  doesn’t  make  a  larger 
profit  than  you,  the  manufacturer, 
make,  you  cannot  remain  in  busi¬ 
ness. 

«  >K 

We  have  the  double-profit  sys¬ 
tem  in  every  part  of  our  country. 
That’s  what  stores  are;  that’s  what 
the  advertisements  are  —  voting 
and  electioneering  places  for  man¬ 
ufactured  articles,  whether  they  be 
a  felt  hat  or  awning.  And  the  man 
who  gives  his  customers  the  best 
value  for  value  received,  is  the  one 
getting  the  mo.st  votes.  That  man 
is  sure  to  succeed. 

*  *  « 

We  refer  to  our  country  as  a 
“democracy,”  which  is  just  a  long 
way  of  spelling  “votes.”  That’s  all 
a  democracy  i.s — a  country  where 
people  vote  for  things.  Only  politi¬ 
cal  elections  come  in  the  Spring 
and  Fall.  We  have  continuous  elec¬ 
tions  in  this  democracy  of  ours. 

Every  store  in  every  village, 

town  or  city  is  a  voting  booth  at 
which  we  vote  every  day.  That 

young.ster  .says  “I  want  that  candy 
bar,  not  the  other  one.”  A  man  says 
“I  want  this  color  on  my  car,  not 
that  other  color.”  The  di.scriminat- 
ing  buyer  of  awnings  says  “I  want 
the.se  awnings,  and  none  other.” 

*  *  « 

We  vote  from  morning  until 

night  and  our  vote,s  give  everybody 
more  for  his  money,  because  these 
votes  lead  to  competition  and  com- 
[letition  makes  the  country  pros¬ 
perous. 

Tho.se  of  us  who  are  interested 
in  awnings  are  firm  believers  in 
this  “double-profit”  idea  for  we 
know  that  when  we  .sell  an  instal- 
I  lation  the  purchaser  is  making  a 


profit  becau.'C  he  is  getting  some¬ 
thing  worth  more  than  the  price 
he  paid. 

— Kl'  Enthusiast 

Price  Regulations 

(('iiiitiinu  d  from  Iduje  42) 
a  ti.xed  price  for  installing  each 
window.  Such  a  dealer  MUST  FILE 
with  OPS. 

The  e-xjilanation  for  this  is  that 
the  dealer  who  adverti.ses  prices 
according  to  the  window  naturally 
.<ells  different  numbers  of  windows 
for  each  job  and  thus  each  job  must 
be  figured  differently. 

He  is  thus  considered  not  to  be 
offering  a  lump-sum  contract  if  he 
adverti.ses  the  individual  window- 
plus-in.stallation  price.  Obviou.sly, 
it  is  to  the  dealer’s  advantage  to 
quote  prices  on  a  lumii-sum  con¬ 
tract  basis  if  he  can  do  .-o  since 
this  eliminates  the  need  for  filling 
out  papers  and  filing  them  with 
the  OPS  in  Washington. 

Actually  the  regulation  (CPR 
5).‘5)  is  entirely  reali.stic  and  as  Mr. 
Letchworth  pointed  out.  represents 
the  collective  thinking  of  an  Indu.s- 
try  Advisory  Committee  comjxised 
of  busine.ssmen  from  the  entire 
con.struction  industry  and  the  Con- 
.struction  Section’s  technical  and 
legal  staff.  The  advice  of  trade 
a.sscK’iations  in  the  indu.stry  was 
al.so  .sought  and  accepted  by  the 
OPS.  The  regulation  is  thus  the 
result  of  combined  efforts  by  prac¬ 
tical  businessmen  and  government 
officials  and,  according  to  Mr. 
Letchworth,  will  permit  the  great¬ 
est  possible  freedom  for  business 
in  a  defen.se  economy  under  price 
control  without  undue  hardshij)  or 
jn’ofit  los.ses. 

Since  mo.st  specialty  dealers  use 
the  lump-sum  contract  method  in 
doing  busine.'S  anyway,  there  is  no 
reason  why  the  regulation  should 
cau.se  legitimate  dealers  any  diffi¬ 
culty. 

/  ! 

>  Read  About  ^ 

I  Metal  Awnings  / 

'  In  The  March  ^ 
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Close  That  Sale 

(Continued  from  Page  22) 

Profrastinator  how  long  it  takes 
him  to  make  up  his  mind  to  go  and 
get  something  to  eat  when  he  is 
hungry  or  if  he  saw  a  ten  dollar 
bill  lying  on  the  street  would  he 
pass  it  by  and  wait  until  tomorrow 
to  pick  it  up? 

Ask  him  if  his  wife  would  object 
to  his  doing  anything  for  her  bene¬ 
fit  ?  Would  she  counsel  you  to  refuse 
money  due  you !  Show  him  that  by 
putting  the  decision  off  he  is  not 
only  wasting  your  time,  and  his 
own,  but  he  has  robbed  himself  and 
his  family  of  the  comforts  and 
convenience  of  the  product  you  are 
selling. 


Outside  Storm  Sash 

(Continued  from  Page  25) 

out  the  weather  while  at  the  .same 
time  it  keeps  heat  lo.ss  to  a  min¬ 
imum. 

Installation  methods  vary  accord¬ 
ing  to  the  manufacturer’s  design. 
Most  outside  casement  storm  sash 
are  attached  with  .screws,  usually 
of  stainle.ss  .steel.  In  some  KD  ojrer- 
ations  the  dealer  cuts  the  extru¬ 
sions  to  allow  the  storm  .sash  to  fit 
over  the  hinges  of  the  primary  win¬ 
dow.  In  other  .storm  windows  the 
extrusions  are  punched  out  at  the 
factory  to  fit  over  the  large  hinges 
of  the  casement.  In  any  case,  it 
must  be  emphasized  that  in.stalla- 
tion  lU'e.sents  no  problems  and  is 
very  easy  for  the  dealer’s  me¬ 
chanic.  Keglazing  is  easily  and 
quickly  done. 

From  the  customer’s  point  of 
view  the  aluminum  outside  ca.se- 
ment  storm  sash  is  very  attractive. 
It  eliminates  the  chore  of  taking 
down  and  putting  up  storm  sash 
since  the  installation  is  permanent. 
It  saves  heat  and  provides  insula¬ 
tion  winter  and  summer.  It  does 
not  ob.scure  vision  and  is  practical¬ 
ly  invisible  from  the  outside  as 
well  as  from  inside. 

The  shortage  of  aluminum  has 
impelled  at  lea.st  one  manufacturer 
(Continued  from  Page  48) 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 


Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
fine.st  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMP- 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

.5.  REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
greater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  32615 


A  2-Track  Aluminum  Combination 
Window  Available  for  You! 


if  Rigid  Construction 
if  Extra  Large  Lift 
if  No  Unnecessary  Gadgets 
if  Simplicity 
if  Noise  and  Draft-Free 


if  All  Extruded  Aluminum 
-A-  Top  and  Bottom  Ventilation 
if  Triple  Action 
if  Custom  Built 

if  Full  Length  Interlocking  Meeting  Rail 


A  Few  Choice  Territories  Still  Open.  Phone  or  WRITE  TODAY! 


CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 
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GOING  UP 


Courtesy  Borrott  Division 


This  is  the  biggest  issue  of 

BUILDING  SPECIALTIES 

MOST  total  pages, 

MOST  advertising, 

MOST  reading  matter, 

MOST  paid  subscribers. 


65  advertisers  are  using  space  because  they  understand  the  principles 
of  modern  merchandising.  Printers  Ink  clearly  outlined  these  prin¬ 
ciples  in  the  following  article: 

TUKRK  arc  two  ^ixk)  rcaions  why  productive  promotion 
should  be  maint.iined. 

1.  It  we  .ire  forced,  as  looks  likely  now,  to  j;o  through  a  painful 
readjustment  periiKl,  those  companies  will  be  Ixst  protected  that 
keep  making  a  forceful  bid  for  the  consumer’s  dollar  w’hile  others 
see  only  the  discouraging  factors,  throw  up  their  hands  and  do 
nothing — except  to  increase  their  predicament  by  depriving  them¬ 
selves  of  promotional  assistance. 

2.  There  is  a  general  agreement  among  economists  that  the 
current  reail justment,  even  though  it  mav  take  longer  than  had 
been  foreseen,  will  develop  into  an  upswing  sometime  in  the  not 
t(H)  distant  future.  .Managements  that  know'  the  cumulative  value 
of  national  advertising  will  readily  grasp  the  advantage  that  con¬ 
tinuing  advertising  during  the  readjustment  period  w'ill  give  them 
when  the  upswing  starts. 

Such  advertising  will  have  been  at  work  not  only  as  a  current 
protection  but  as  a  future  investment.  Such  continued  promotion 
m.n  even  put  them  in  a  position  to  increase  their  promotional 
etlort  when  the  upswing  starts;  and  then,  of  course,  their  non¬ 
promotion-minded  competitors  will  have  a  difficult  job  in  getting 
a  share  of  the  consumer’s  dollar. 

,\nd  that  will  be  true  whether  the  competitors  are  in  the  .same 
industry  or  in  other  industries.  I  or  it  must  alw.ns  be  remembered 
that  advertising  competition  is  at  work  between  industries  as  well 
as  within  an  industry. 


BUILDING  SPECIALTIES  completely  covers  this  active  and  sales-minded 
market.  Here  is  a  magazine  read  from  cover-to-cover  by  live,  alert 
dealers  whose  business  motto  is  "never  say  die".  If  you  want  to  sell 
these  men  now,  or  in  the  future,  write  for  further  information  and 
rates  to 


BUILDING  SPECIALTIES 

425  FOURTH  AVENUE  NEW  YORK  16,  N.  Y.  Telephone:  MUrray  Hill  3-6280 
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G  THAT  SELLS! 

.  .  •  the  original  asbestos  mastic 
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ATOMASTK 


Roofing,  Siding  and  Home  Service  Dealers  all  over  the  country  are  finding  ATOMASTIC 
the  easiest- to-sel I  outside  wall  covering  they've  ever  handled.  This  asbestos-base  mastic— 
that  is  fused  to  existing  sidewalls  by  a  pressure  gun— literally  blasts  away  sales  resistance. 
It's  the  modern,  common  sense  way  to  protect,  beautify  and  insulate  old  buildings,  and  the 
home  owners  are  buying— right  now!  Dealerships  still  available.  A  factory  representative 
will  train  your  applicators  and  your  salesmen.  Phone,  wire  or  write  for  full  information  today. 


ATOMASTIC  i$  the  original  asbestos  mastic  coating.  It  is  made  by  an  old  line  paint  maker 
and  is  sold  and  applied  only  through  reputable  companies  under  license  by  the  manufacturer. 

FHA  FINANCING  APPROVED 


LOS  ANGELES,  CALIFORNIA  •  SYRACUSE,  NEW  YORK 


Point  Makers.  Sinco  1906 


factory  yuaraatec 

OLD  QUAKER  PAINT  CO.,  INC. 


1977  Bloke  Avenue,  Los  Angeles  39,  California 
Telephone  NOrmondy  3-3265 
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A  Sample  Of  A 

OEC-O-GRILE 

—  America's  Most 
Distinctive  Aluminum 
DOOR  GRILLE 


illustrated  Dcc-O-Gnllc  D  2633 


Seeing  is  believing  -  -  that's  why  we  wont 
to  send  you  o  free  sample  of  our  push 
barl  We  want  you  to  see  with  your  own 
eyes  why  Dec-O-Grilles'  brilliant,  mirror¬ 
like  finish  makes  people  everywhere  say; 
Nothing  like  them  on  the  market!'' 

The  secret  lies  in  Dec-O-Grilles'  exclusive 
hand-burnishing  process  by  skilled  crafts¬ 
men  which  creates  a  surface  splendor  and 
smoothness  that's  beautiful,  customer-catch¬ 
ing! 

See  for  yourself  --  write  today  for  a  free 
somple  and  our  latest  catalog. 

•  80  new  —  different  designs  to  fit 
all  sizes  and  makes  of  doors! 

•  Every  design  constructed  of  the  finest 
extruded  aluminum! 

•  Immediate  delivery  of  stock  designs 
— any  quantity! 

•  Custom  designs  to  order! 

DE(-0-GRILLES,  INC. 

470  Park  PI  long  Beach,  N.  Y 

Phone  LOng  Beach  6  0118 


Advertising  Best  Way 
To  Stimulate  Business 

The  world  is  made  up  of  “put- 
offers.”  If  you  are  a  “put-offer” 
when  it  comes  to  advertising,  re¬ 
member  that  the  most  successful 
dealers  are  those  who  advertise  e.\- 
tensively  through  newspapers, 
radio,  television  and  direc*t  mail  and 
any  other  media  such  as  car  cards, 
window  posters,  displays,  etc. 

If  you  wait  until  you  have  a 
booming  business  before  you  invest 
money  in  advertising,  you  may  be 
waiting  forever.  Very  few  busi¬ 
nesses  boom  all  by  them.selves.  The 
days  of  “building  a  better  mou.se- 
trap”  and  waiting  for  the  i)ublic  to 
find  your  door  are  over — if  they 
ever  e.xisted.  You  have  to  let  people 
know  you  have  a  better  mou.setrap. 

Advertising  is  your  advance 
.salesman.  It  jirepares  the  public  for 
your  real  flesh  and  blood  .salesman. 
It  ofiens  the  door  for  him  and  opens 
the  prospects  minds  for  your  jirod- 
uct.  No  good  business  man  can 
afford  to  neglect  it. 

-If-’ 

Outside  Storm  Sash 

(Contiimcd  from  Pane  45) 

to  produce  a  wood  outside  casement 
storm  .sash  for  steel  ca.sements.  The 
type  illustrated  on  the  pages  where 
this  article  begins  is  made  of  5  4 
kiln  dried  ('alifornia  Redwood 
treated  with  a  special  dip  to  in¬ 
sure  long  life  and  freedom  from 
shrinkage  and  warping.  The  win¬ 
dow  has  a  fully  removable  glass  in- 
.sert  for  ea.sy  cleaning. 

.Joints  in  both  the  in.serts  and 
frame  are  morti.sed,  tenoned,  glued 
and  stapled.  A  special  type  of  glaz¬ 
ing  prevents  any  glass  leakage 
while  drip  caps  over  each  panel 
help  to  eliminate  water  leakage. 
It  is  claimed  that  bit  breakage  in 
drilling  is  cut  by  75D  since  the 
wood  affords  a  firm  footing  for  the 
drill  and  thus  makes  drilling  easier 
too.  Turn  buttons  are  installed  at 
the  factory  so  that  when  the  panels 
are  hung  they  will  match  each 
other  e.xactly.  Finally  there  is  the 
fact  that  Redwood  is  it.self  a  nat¬ 


ural  insulator  and  also  has  the  ad¬ 
vantage  of  being  able  to  ab.sorb  any 
excess  condensation. 

Whatever  ty{)e  of  outside  case¬ 
ment  storm  sash  you  add  to  your 
line  of  products  you  will  find  plenty 
of  eager  cu.stomers  and  ample  prof¬ 
its.  The  home  owner  who  buys  this 
product  is  frequently  an  ideal  pros¬ 
pect  for  an  interior  “clip-on”  type 
of  ca.sement  screen  and  the  alert 
dealer  will  not  fail  to  take  advan¬ 
tage  of  this  golden  opportunity  to 
make  an  additional  sale  and  thus 
increase  the  amount  of  the  total 
contract. 


Nersica  Convention 

{Continued  from  Page  26) 

nance,  repair,  and  home  improve¬ 
ment  contractors.  These  will  be 
pre.sented  to  (1)  a  person  in  iniblic 
life  and  (2)  a  person  in  the  in¬ 
dustry  other  than  a  contractor  or 
dealer.  The  recipients,  cho.sen  by  a 
committee  from  a  number  of 
names  already  under  consideration, 
will  be  speakers.  The  obvious  im¬ 
portance  of  the  men  .so  selected  is 
a  guarantee  of  the  value  of  their 
remarks. 

The  climax  of  the  convention 
will  take  place  on  the  26th  at  the 
luncheon  when  Reuel  W.  Elton, 
General  Manager,  American  Trade 
As.sociation  Executives  will  give  a 
speech  “Through  the  Looking 
Glass."  Mr.  Elton  directs  an  or¬ 
ganization  of  over  1,500  executives 
from  every  important  trade  asso¬ 
ciation  in  the  nation.  In  his  talk, 
Mr.  Elton  will  develop  the  point 
that  in.stead  of  looking  into  the 
glass  for  a  reflection  association 
members  should  look  through  to 
see  what  can  be  done  to  evaluate 
the  grilles,  complaints  and  also 
praiseworthy  feature  of  as.socia¬ 
tion  activities.  His  aim,  in  other 
words,  will  be  to  help  every  Ner¬ 
sica  member  get  more  out  of  his 
as.sociation  memliership. 

Immediately  following  his 
speech,  Mr.  Elton  will  lead  a  “6-6 
Session.”  a  new  type  of  forum  that 
has  been  wonderfully  helpful  to 
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the  members  of  other  trade  asso¬ 
ciations.  He  will  answer  questions 
from  the  floor  and  discu.ss  problems 
with  the  aim  of  bringing  about  an 
exchange  of  information  which  will 
be  of  great  aid  to  all  dealers  in 
the  successful  conduct  of  their 
businesses. 

The  number  of  companies  who 
will  have  exhibits  at  the  conven¬ 
tion  is  surprisingly  large.  The  fol¬ 
lowing  comjjanies  have  re.served 
exhibitor's  booths  at  the  Hotel 
Statler : 

Aeroil  Products  Co.,  Inc. 
Allied  Building  Credits 
Alumatic  Corporation  of 
America 

American  As.sociated  Com¬ 
panies,  Inc. 

.American  Stained  Shingle  Co. 
Arlite  Industries,  Inc. 
Awnaire  Corp.  of  America 
The  Barrett  Division 
“B.C.M.”  Cork  Company 
Binks  Manufacturing  Co. 

Bird  &  Son,  Inc. 

Bonafide  Genasco,  Inc. 
Borg-Warner  Corp. 

Brixite  Manufacturing  Co., 
Inc. 

Calbar  Paint  &  Varnish  Co. 
Carbozite  Protective  Coatings, 
Inc. 

Philip  Carey  Manufacturing 
Co. 

The  Celotex  Corporation 
Certain-Teed  Products  Cor¬ 
poration 

Dewatex  Manufacturing  Corp. 
Ka.stern  Duo-Past  Corporation 
Elmont  Mfg.  Co. 

P>mco  Cement  Prod.  Co. 
F'eather-Lite  Mfg.  Co. 

The  Flintkote  Company,  Inc. 
Gramatan  Co. 

Gregg  Engineering  Co. 

Hauck  Manufacturing  Co. 
Hibner  &  Co. 

Homa.sote  Co. 

Hunter  Manufacturing  Co. 
Independent  Xail  &  Packing 
Company 

Industrial  Bank  of  Commerce 
International  Coatings,  Inc. 
Johns-Manville  Sales  Corpora¬ 
tion 

(Continued  on  Page  52) 
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More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


GniLDCRCST 
f  •  - 1 


manufacturers  of  pfatfie  fife 

2938  West  63rd  Street 
Chicago  29,  Illinois 


ovoilobi,.  •  frritori. 


Sxceluni 


Triple  Track 

L4'.r=i.n  WIDOWS 


Soles  come  eosy  with  EXCELUM  windows  be- 
couse  you're  selling  top  quality.  Engineered 
from  the  finest  extruded  aluminum,  they  have 
eliminated  service  colls.  Sales  resistance  melts 
when  you  show  EXCELUM’s  exclusive  feotures 
and  rigid  construction. 


(iExcelum 


COMBINATION 

ALUMINUM 


DOORS 


Write  for  Oeioilt  of  Our  Distributor  KD  PLAH, 


Jamaica  Sash  &  Door  Co. 


1655  Jericho  Turnpike, 
New  Hyde  Pork,  L.  I 
N.  Y. 


8SR»1 

aSSRS 

asrA« 


G  SPEC 


$$t  ht$  Tk§ 


mmow 


^/Nation  self-storing 


Small  Investment!  Fast  Turnover! 
No  Material  Shortages! 


Yev  Need  No  Further  Eximiisieal  Your 
Present  Penennel  end  Shep  ere  Me- 
guntel  We  Will  Train  end  Oriunise 
Yeur  Men!*. 


YM...y*«i'ra  miMiiifl  •  Ml  if  you  don't  look  into  too 
Mjlily  profHobio  ttorni  window  bminoMi  For  wMi  llw 
kif  prodt  to»»up  Hint  Wnotiiof-Ftoof  iww  for  iH  doidofi, 
you  con  oom  $25,000  a  yoor  |utl  by  tolling  only  SO 


riuro 


,,,  „  BUs;N7ssr"*"» 


Don't  Waste  Time! 
Write  Today  for 
Dealer  Profit  Plan, 
Details  and  Folder. 


iCX 


PERMA-SHADE,  the  sensationally  different 
awning,  brings  you  dozens  of  exclusive  sales 
features  that  no  other  awning  can  match.  It  is 
the  ideal  awning  for  year  'round  sales  ...  for 
commercial  as  well  as  home  installations. 


LOOK  at  these  features: 


•  PERMA-SfiADE  s  louver  ventilation  in  top 
sides  and  ends  is  unique.  Keeps  sunrays 

•  out;  lets  light  in  so  that  it  looks  like  soft 
fluorescent  lights. 


•  Circulation  through  sides  and  top  makes  it 
much  cooler. 


•  Ideal  for  commercial  as  well  as  residential 
use  because  it  is  sturdier;  even  largest  sizes 
are  rigid  and  strong.  Its  appearance  is 
dignified,  too. 


•  Fabricated  from  heavier  aluminum  sheets, 
PERMA-SffADE  gives  solid  protection 
against  snow  and  ice. 


NEVER  need  removing;  no  rust,  no  rattle 
no  expensive  call-backs. 


Patent  No.  2,572,821 


NOlWi  make  awnings  a  real  volume  item,  with  all  year  profits 


Our  dealer  plan,  coupled  with  PERMA-SHADE  s  exclusive  features 
are  designed  to  make  you  a  big  operator  in  the  awning  business. 


r^^Skaqq 


Manufacturing  Co.,  Inc 


3580  Jackson  Ave.,  Memphis,  Tenn. 
Phones  48-0642—48-8786 
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How  To  Find  The 
Prospect 

Spot-checking  a  home,  or  cruis¬ 
ing  around  in  your  car  looking  for 
homes  with  no  storm  windows,  is 
one  method  of  listing  prospects. 
The  other,  and  better  method,  is 
theh  house-to-house  canvass.  Ap¬ 
proximately  50^  of  your  sales  will 
be  made  to  homes  having  storm 
windows  of  the  conventional  type, 
and  you  never  know  until  you  have 
made  your  demonstration  whether 
or  not  you  can  make  a  .sale. 

«  » 

Nersica  Convention 

{Continued  from  Page  49) 

Jones  &  Brown,  Inc. 

Keasbey  &  Mattison  Co. 

Kenitex  Corporation 

Hoppers  Company,  Inc. 

David  Levow 

Lockport  Cotton  Batting  (>)m- 
l)any 

The  Moloney  Company 


National  Bartile  Roof  Cor¬ 
poration 

Orchard  Brothers 
Owens-Corning  Fiberglas  Cor- 
jKjration 

Paralastic  Prod.  Corp. 

Perma  Products  Corporation 
Pioneer  Stone  ('ote  Sales  Com¬ 
pany.  Inc. 

Reliable  Distributors,  Inc. 
Reynolds  Metals  Company 
Ruberoid  Company 
Seaboard  Plastics  Corporation 
Sheet  Metal  Mfg.  Co. 

Smith  Asbestos  Products,  Inc. 
Stewart- Warner  Corporation 
Supradur  Corp.  of  N.  Y. 

C.  H.  Tennant  Co. 

The  Texas  Co. 

U.  S.  Gypsum  Co. 

U.  S.  Xaturalith 
Weather-Proof  Co  . 
Winter-Seal  Corp. 


Profits  from  Glass  jalousies! 

Read  about  them 
in  the  March 
BUILDING  SPECIALTIES 


Jalousies 

{Continued  from  Page  28) 

outside  the  horizontal  lines  of  the 
jalousies  harmonize  with  the  long, 
low  lines  of  modern  residential 
architecture  and  provide  a  con- 
tra.st  with  the  unbroken  surface  of 
the  picture  window. 

From  the  point  of  view  of  sales 
there  are  two  markets.  In  new  con¬ 
struction  it  is  nece.s.sary  to  train 
sale.smen  to  approach  building  con¬ 
tractors  and  architects.  For  the 
builder  the  jalousie  adds  that  touch 
of  the  unusual  which  attracts  cus¬ 
tomers. 

In  the  old  construction  market 
the  picture  window  with  Hanking 
jalousies  offers  many  possibilities. 
In  porch  enclosures  it  relieves  the 
monotony  of  a  long  row  of  combina¬ 
tions  which  all  look  alike.  Dealers 
can  also  tear  out  old  wood  double 
hung  primary  windows  and  in.stall 
picture  windows  combined  with 
jalousies.  Removal  of  old  double 


fiMlkwIthfiittar! 


For  every  coulking  ieb 


CALBAR  PAINT  A  VARNISH  CO. 


Monufocturtrs  of  Technical  Products 

2612-26  N.  Martha  Street  *  Philadelphia  75,  Pa. 


ALL  TYPES  OF  CUSTOM 
METAL  ROLLED  SHAPES 


MADE  TO  YOUR  ORDER 


'k  Mouldings 
'k  Screen  Frames 
'k  Structural —Trim 
^  Tubular 
A'  Channels  —  Slides 
k  Weatherstrips 
'k  Jambs  —  Frames 

WRITE  -  WIRE  -  TELEPHONE 
MR.  VAN  FLEET  FOR  SPECIAL 
ORDERS  AND  PRICES  TODAYI 


The  SECURITY  COMPANY 


385  Midland 


TOwns  8-4585 


1 
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hung  windows  and  installation  of 
the  combined  units  is  very  easy. 

In  many  cities  all  over  the  coun¬ 
try  there  are  thousands  of  brick 
and  frame  homes  with  sun  porches 
facing  the  street.  These  old  build¬ 
ings  are  an  ideal  market  for  the 
type  of  combined  unit  mentioned 
here.  Usually  the  sun  porch  has  old 
fashioned  wood  casement  windows 
all  around  the  front  and  part  way 
around  the  sides.  Removal  of  these 
old  casement  windows  and  installa¬ 
tion  of  a  combined  unit  can  effect  a 
remarkable  transformation  in  the 
appearance  of  an  old  house.  Once 
you  have  done  a  job  like  this,  a 
“before  and  after”  picture  shown 
to  a  prospect  will  prove  to  be  a 
powerfully  persuasive  argument 
for  similar  insUillations. 


This  is  ALL  YOU  NEED 


to  assemble  the  NEW  W- 8! 


Mefal  Awnings 

{Continued  from  Page  30) 
accurately. 

Look  enthusiastic  and  confident 
when  you  return.  Get  right  to  the 
point  in  your  own  way.  Always  pre¬ 
cede  the  price  quotation  with  some 
complimentary  remark  about  the 
beauty  of  the  prospect’s  home  and 
perhaps  a  remark  about  their  wis¬ 
dom  in  taking  such  good  care  of  it, 
etc.  then  present  your  plan  in  an 
easy,  casual  and  helpful  manner — 
bearing  in  mind  that  your  prospect 
may  be  interested  in  an  F.H.A.  deal. 
It  is  always  safer  to  begin  with  the 
approach  that  after  a  small  down 
payment,  you  may  have  your  awn¬ 
ing  for  X  dollars  per  month.  Re¬ 
serve  the  full  price  quotation  until 
the  conversation  eventually  forces 
it.  This  method  of  quoting  has 
made  it  easier  for  many  successful 
salesmen. 

Have  your  contract  book  out  and 
start  filling  in  the  full  name,  etc. 
At  the  .same  time  continue  talking 
to  your  prospect  regarding  his 
color  selection. 

Keep  up  the  positive  approach 
.  .  .  never  give  the  slightest  indica¬ 
tion  that  there  is  a  possibility  of 
no  sale. 

{Continued  on  Page  54) 


New!  Model  W-8  "Weotherite"  Wood  &  Aluminum 
Window  Now  Ready  For  Immediate  Delivery! 

Your  hands  are  all  you  need  to  assemble  this  new  Winsulite  wonder!  This 
new  W-8  is  engineered  to  the  highest  standards  known!  Constructed  of 
Toxic-treated  white  pine,  primed,  framed  with  Aluminum  inserts!  All  the 
easy-to-sell  beauty,  convenience,  and  operational  features  that  have  made 
WINSULITE  America's  finest!  Write  or  call  today  for  full  details! 

WINSULITE  MANUFACTURING  CO. 

717-29  N,  Central  Ave.,  Baltimore  2,  Md.  •  Phone  EAstern  6868 


You  may  the  experience  we  have  gained  over  many 
years  supplying  eomhination  window  and  door  manu¬ 
facturers.  Guaranteed  shipmenta  on  regular  sehedules. 
Let  U8  help  you  solve  your  problems. 

Direct  Mill  Shipments  Only 
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Redwood  Combination 
Windows 

(2-Track) 

Redwood  Frames  With 
Metal  Inserts 


Redwood  Combination  Doors 
With  Metal  Inserts 


Here's  the  perfect  set-up  for  you:  Our  many  years'  experience  in  the  manufacture  of 
combination  windows  and  doors  .  .  .  plus  the  know-how  to  properly  treat  redwood  to  give 
you  a  quality  window  .  .  .  plus  modern,  up-to-date  equipment  in  our  NEW  PLANT  .  .  . 
meon  o  really  "hot"  line  for  you.  The  price  is  right,  ollowing  you  plenty  of  mark-up. 

Write  or  Phone  Today! 

A.  H.  STRINGER  CO.,  Inc. 

408  N.  Meridian  Rd.  Phone  9-8912  Youngstown  9,  Ohio 


NEW 
CONSTRUCTION 


REMOOEIING 


Double  Rollaway  Tub  Enclosures  install  on  any 
wall  surface  without  screws  or  drilling!  Auto 
matic  interlocking  parts  form  a  rigid  unit  that 
fits  any  size  opening.  Adjustable  jambs  on 
shower  doors  compensate  for  any  out  of- 
plumb  walls — insure  quick  and  easy  installa¬ 
tion 

Write  today  for  detailed  information  on  this 
great  line 


You  can  build  extro  volume  FAST  with 
ShoDoCo's  profitobic  line  of  shower 
doors,  tub  enclosures,  ond  daylight 
shower  Stolls!  Finest  in  the  country, 
beautiful  os  well  as  practicol,  these 
enclosures  odd  luxury  to  any  bothroom 
Yet  the  prices  ore  designed  for  the 
"overage"  budget,  with  "above  the 
overoge"  profits  for  you! 


Of  AMCRICA 


973  PwochWe*  Strw**,  N.  E.  AMonfo  $,  Go. 


Metal  Awnings 

(Continued  from  Page  53) 

9.  BE  YOUR  OWN  SEVEREST 
CRITIC 

"Anything  worthwhile  having  is 
worthwhile  working  for".  If  you 
are  a  new  .salesman  with  little  expe¬ 
rience  in  selling  consumer  products 
you  are  likely  to  go  thru  some  try¬ 
ing  periods  of  adju.stment.  You  may 
harbor  doubts  about  ever  making 
money  .selling  your  particular 
product. 

Selling  is  always  a  challenge,  but 
making  people  want  to  buy  what 
you  are  selling  Ls  a  fascinating  and 
profitable  busine.ss.  No  matter  how 
much  skill  you  acquire  thru  expe¬ 
rience,  you  will  not  sell  every  pros¬ 
pect  but  if  you  follow  a  bamc  pat¬ 
tern  for  success — you  cannot  help 
but  get  your  share  of  business. 

If  you  have  too  many  unsuccess¬ 
ful  calls  .  .  .  analyse  each  of  them 
and  find  the  answers  .  .  .  ask  your- 
.self  the.se  questions: 

a.  W'as  I  over-anxious — even  to 
the  point  of  being  panicky? 

h.  Did  I  organize  my  day  by 
making  appointments  to  fit 
my  itinerary? 

c.  Did  I  let  the  customer  over¬ 
rule  me  with  phra.ses  like 
“can’t  afford  it  right  now”  or 
“next  Spring”  maybe!  and 
dozens  of  excu.ses,  which  1 
could  have  overcome  with  the 
proper  positive  approach? 

<1.  W’as  my  .sales  talk  convinc¬ 
ing? 

e.  Did  I  display  natural  and  sin¬ 
cere  enthusia.sm  in  telling 
about  the  product? 

f.  Did  I  fail  to  give  a  convinc¬ 
ing  demonstration  hecau.se  I 
didn’t  know  enough  about  the 
product? 

Well  if  a  salesman  is  guilty  of 
anyone  or  all  of  these  mistakes  and 
he  has  the  honesty  and  courage  to 
admit  them  to  himself — he  has  the 
courage  to  begin  again  and  lick  his 
problems. 
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NMAA  Meeting 

{Continued  from  Page  32) 

iiized  and  forceful  business  group. 

6.  Developed  an  intelligent  pro¬ 
gram  for  post  emergency  promo¬ 
tion  and  expansion  of  metal  awn¬ 
ing  .sales. 

7.  Furnished  helpful  informa¬ 
tion  to  the  proper  Congressional 
Committee  paiiicularly  with  a 
view  to  making  it  po.ssible  for 
“small  busine.ss’’  to  obtain  a  fair 
share  of  defen.se  work,  thereby  con¬ 
tributing  to  the  te.stimony  which 
resulted  in  the  co  creation  of  the 
S.D.P.A. 

8.  Established  a  procedure  to  be 
followed  by  members  who  could  not 
place,  or  did  not  receive,  a  mill 
order  for  the  amount  of  aluminum 
allotted  under  CMP. 

9.  Cooperated  in  the  organiza¬ 
tion  of  a  national  program  to  com¬ 
bat  local  “Green  River’’  ordinances 
which  the  Supreme  Court  had  indi¬ 
cated  would  be  valid. 

10.  Recommended  and  saw  in¬ 
telligent  equitable  CMP  di.stribu- 
tion  procedures. 

11.  Obtained  the  formation  of 
an  official  Industry  Advi.sory  Com¬ 
mittee. 


Code  of  Ethics 

The  convention  accepted  the  re¬ 
port  of  Lt‘e  Miller,  chairman  of  the 
Code  of  Ethics  Committee,  pledg¬ 
ing  the  membership  to — 

(a)  Huild  into  their  ])roduct 
everything  that  is  claimed  for  it 
or  which  might  be  reasonably  ex¬ 
pected  by  customers. 

(b)  Conduct  advertising  in  an 
hone.st  and  dignified  manner  avoid¬ 
ing  unfuffillable  claims  or  mislead¬ 
ing  statements. 

(c)  Maintain  a  .sales  policy 
based  upon  the  advantages  of  per¬ 
manent  metal  awnings  rather  than 
the  disadvantages  of  other  rival 
products. 

(d)  Con.stantly  .strive  to  .serve 
the  public  through  better  products, 
better  .service,  and  great  values. 

(Continued  on  Page  56) 


2  -8"  X  6  -8 

14.35 


3-0"  X  6-8" 

14.95 


3  -0"  X  7  -0" 

15.50 


CALIFORNIA  REDWOOD 

4  LITE  COMBINATION  SCREEN  & 

STORMDOORS 

YOUR  HIGH  QUALITY 

•  Stiles  ond  top  rail  43/4*'  wide  •  Knife  type  locking  device 

•  Bottom  rail  8"  wide  *  glazed  with  wood  beods 

_  .  11/ #  Mortise  ond  tenon  joints 

•  Thickness  1'4  .  * 

•  Joints  woterproof  glued 

•  •  Averoge  weight  50  lbs.  to  o 

•  Screen  ond  glass  panel  stiles, 

top  and  bottom  rails  2't''  •  Screen  and  gloss  panels  fit 
flush  with  door  fromc 

•  Bottom  door  panel  vories  in  •  Oversized  1"  in  width  ond  1" 
size  occording  to  size  of  door  in  height 


ALUMINUM  STORM  SASH  FOR 
CASEMENTS  ARE  STILL  AVAILABLE 


Special (Basemen  t 

^  Combination^ 


2  PIECE  WITH  BRONZE  SCREEN 

25 


2: 


EACH 


FOR  FURTHER  INFORMATION  WRITE 

ss 


.Tl 

Wholesale  Distributors  and  Manufacturers  of  Contbination  Windows  and  Doors 
1909  E.  FOREST  DETROIT  7.  MICH.  TEMPLE  3-8800 


In  KARLY’  1949  Mr.  S.  N.  Shell,  Chief  Engineer  of  the  Statler 
Hotel,  Buffalo,  N.  Y\  contacted  us  relative  t<i  a  sjsecially  con¬ 
structed  aluminum  window  scrt*en  which  would  swing  open 
similar  to  a  dtxir  for  convenience  in  window  washing,  yet  the 
screen  had  tt)  be  readily  removable  for  winter  storage.  We 
went  to  work  on  the  Statler  problem  as  we  do  on  all  «)ur 
jobs,  and  now  the  Statler  Hotel  in  Buffalo  is  equipped  with 
Kaufmann  C^ustom-Made  Aluminum  .Sert-ens  embodying  all 
t)f  the  features  which  Mr.  Shell,  as  f.'hief  Engineer,  desired. 


M.  V.  NOECKER, 


Kaufmann  specializes  in  the  big  jobs 

KAUFMANN  CORPORATION 


President 


DETROIT,  MICHIGAN 


J 
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EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


!  DELIVERY 

I 

I  •  Sell  today  — 

Install  tomorrow! 

•  Fit  all  standard 
metal  casements! 

•  Installed  as  simply 

as  putting  up  screens! 

•  No  interference  with 
Venetian  blinds  or  drapes! 

EASIEST  WINDOW  TO  SELL! 

plus 

BIGGER  PROFITS 

Write  tedof  tor  complete  information 


UNIVERSAL  FABRICATORS 

'705-186$  BOONf  AVf  -  NEW  YORK  60  N  Y 

Kl  2-0350 


What  Is  Your  Reason? 

Rationalizing  is  one  of  the  easiest 
habits  in  the  world  to  fall  into.  By 
rationalizing  we  mean  inventing 
excuses  or  making  up  reasons  why 
you  have  not  made  your  quota  or 
why  you  failed  to  call  on  a  definite 
'  number  of  jirospects  each  day  or 
why  you  lost  a  sale  that  was  almost 
certain. 

P'or  example,  a  favorite  ration¬ 
alization  that  many  salesmen  make 
is  "my  territory  is  different,”  and 
“people  who  live  in  my  part  of  the 
country  are  harder  to  .sell.” 

This,  of  cour.se,  if  you  think 
about  it,  is  untrue.  It  has  been 
stated  again  and  again  by  research 
men  that  “the  U.  S.  is  an  immense 
blanket  or  patchwork  quilt  solid 
with  different  designs  and  high¬ 
lights  (yet)  the  basic  texture  and 
fabric  is  the  .same  from  corner  to 
corner,  from  end  to  end.”  The  truth 
is  that  if  you  can  .sell  in  New  Jer¬ 
sey,  you  caji  sell  in  Oklahoma. 

So  the  next  time  you  find  your- 
.self  explaining  a  lost  .sale  to  your- 
.self,  examine  your  rea.son.  If  it 
turns  out  to  be  simple  rationaliza¬ 
tion,  admit  it  to  your.self  and  then 
find  out  what  you  can  do  to  handle 
the  situation  successfully  should  it 
I  occur  again. 

i  KV  Enthusiast 

*  *  * 

NMAA  Convention 

(Continued  from  Page  55) 

I  Mr.  Stanley  Kermish,  Vice  Presi¬ 
dent  of  this  publication,  was  intro- 
!  duced  to  the  membership  by  the 
I  chairman  as  a  gue.st  of  the  con- 
I  vention. 

I  Mr.  A.  Randel  White  of  the  NPA 
addres.sed  the  membership  and 
.  conducted  a  two  hour  forum  on  the 
NPA  in  Wa.shington  and  its  ac- 
!  tions  (particularly  under  CMP)  as 
1  far  as  metal  awnings  were  con- 
I  cerned.  Mr.  White’s  talk  made  the 
I  membership  feel  that  the  Wa.shing- 
I  ton  interests  of  the  application 
were  in  good  hands  and  gave  him 
a  .standing  round  of  applause. 

Authorization  by  the  members 
to  expand  the  Board  of  Directors 


from  12  to  15  left  three  vacancies 
to  be  filled  by  appointment.  A1 
Belshaw,  Lee  Miller,  and  R.  Child¬ 
ers  were  selected  to  fill  these  posts. 
Directors  elected  to  the  board  for 
three  years  include:  J.  E.  Orchard, 
T.  J.  Bottom,  O.  F.  Roehler,  B. 
Van  Duzer;  for  two  years — D.  J. 
Showalter,  Charles  Preaus,  Jack 
McCormack,  Gooden  Rosen;  for 
one  year — Glenn  Sinnett,  W.  H. 
Wynne,  R.  W.  Lepper,  J.  W.  Bren¬ 
nan. 

Green  River  Law.s 

In  presenting  the  report  of  the 
association’s  State  and  Local  Ordi¬ 
nance  Committee,  Charles  Preaus, 
Chairman,  suggested  to  the  mem¬ 
bers  that  one  of  the  easy  solutions 
for  most  ordinance  problems  is  to 
become  acquainted  with  the  officers 
in  charge  of  ordinances  in  their 
respective  cities.  (The  Committee 
on  State  and  Local  Ordinances  was 
appointed  to  combat  Green  River 
laws.)  He  also  suggested  that  the 
names  of  different  local  city  offi¬ 
cials  in  charge  of  ordinances  be 
sent  to  the  Executive  Secretary 
who  should  then  write  to  them  and 
acquaint  them  with  the  a.s.sociation. 
Mr.  Preaus  pointed  out  that  the 
a.ssociation  should  be  represented 
at  the  City  Inspectors’  Annual 
Meeting  to  guard  the  interests  of 
the  metal  awning  industry. 

A  drive  to  increa.se  membership 
of  dealers  and  manufacturers  was 
announced  by  Mr.  Wynne,  Chair¬ 
man  of  the  Membership  Commit¬ 
tee.  Permanent  procedures  to  se¬ 
cure  100'y  membership  that  would 
embrace  all  dealers,  di.stributors, 
and  manufacturers  have  been  .set 
up. 

Defense  Contracts 

That  manufacturers  will  try  as 
much  as  possible  to  make  metal 
awnings  rather  than  go  into  war 
work  was  made  evident  by  the  re¬ 
port  of  Mr.  A1  Belshaw,  Chairman 
of  the  Defen.se  Procurement  Com¬ 
mittee.  Mr.  Orchard  joined  with 
Mr.  Belshaw  in  advi.sing  the  mem- 


February,  1952 


57 


bership  that  they  stay  away  from 
defense  work  if  they  could  but  that 
if  they  felt  they  had  to  get  into 
this  type  of  work  to  be  sure  that 
they  had  the  proper  type  of  facil¬ 
ities  available  and  that  they  were 
financially  responsible. 

As  a  tribute  to  Mr.  Orchard’s 
brilliant  work  on  behalf  of  NMAA, 
the  members  gave  him  a  standing 
ovation.  The  general  tone  of  the 
convention  may  be  de.scribed  as 
quiet  confidence  that  the  industry 
would  manage  to  survive  and  go 
on  to  greater  prosperity  despite 
the  present  .shortage  of  aluminum. 


Re-Surfacers 

{Continued  from  Page  33) 

“Accelerated  Weathering  Re¬ 
sistance:  Tw'o  panels  of  stucco 
mortar  and  two  of  asbestos  shingle, 
coated  on  one  side  with  white  re- 
surfacer,  were  exposed  to  a  Weath- 
erometer  for  a  period  equivalent 
to  one  year  of  outdoor,  moderately 
severe  climate.  The  panel  coatings, 
after  this  test,  showed  no  cracking, 
checking,  chalking,  peeling  or  brit- 
tlene.ss.” 

In  addition  to  this  complete  lab¬ 
oratory  control  of  the  product,  the 
resurfacer  was  repeatedly  field 
tested  in  several  key  markets.  In 
Pittsburgh,  our  home  office  city, 
St.  Mark’s  Evangelical  Lutheran 
Church  was  pressure  sprayed  with 
resurfacer.  Nine  years  later  this 
coating  was  thoroughly  .scrubbed, 
and  when  examined  carefully  was 
found  to  be  as  new  looking,  as 
beautiful  and  as  efficient  as  when 
first  applied.  An  appreciative  let¬ 
ter  from  the  Church  President 
marveled  at  how  well  this  product 
had  withstood  the  te.st  of  time! 

Another  field  experiment  in 
Pittsburgh  dealt  with  the  lovely 
85  year  old  Stephen  Foster  home. 
This  fine  old  mansion  had  been 
bought  by  a  successful  Pittsburgh 
firm  who  attempted  repeatedly,  but 
without  success,  to  restore  its 
beauty  with  various  kinds  of  spe¬ 
cial  paints.  They  even  flirted  with 
(Continued  on  Page  58) 


Dealers!  A  Netv^  Exclusive  Sales  Market  Is 
Now  Open  to  You!  Make  Over  135%  Profit 
Selling  to  Homeowners! 


FIRE-LITE 


HOME  FIRE 
ALARM  SYSTEM 


With  U.L  Approved 

Rafe-of-Rise  Detectors 

APPROVED  FOR  F.H.A.  FINANCING 


Here  it  your  opportunity  to  moke  big  proRtt 
without  a  large  investment,  without  changing 
your  business  set-up.  Every  homeowner 
(people  whom  ycu  have  sold  before  and  new 
prospects),  are  possible  customers  for  FIRE* 
LITE  Home  Fire  Alarm  Systems.  There  is  o 
vast,  profitable  market  right  at  your  door. 

Our  Powerful,  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  homeowner  o  FIRE-LITE  Fire  Alarm 
requires  only  the  use  of  our  tested  soles  plan 


and  0  simple  demonstration.  It  will  close  mIo 
otter  sole  for  you! 

How  You  Can  Make 
Over  135%  Profit! 

A  Fire*Lite  Alorm  System  complete  with  oil 
ports  costs  you  only  $4S.20.  The  overogc  cost 
for  instollotion  labor  you  con  hire  is,  $2S.OO. 
The  Fire-Life  System  with  oil  ports  and  coiW' 
pletely  instolled  in  the  home  sells  for  S22S. 
YOUR  PROFIT  IS  $156  80!  We  hove  bonofide 
soles  records  to  prove  these  figures. 


Write  Today  for  an  Exclusive  Dealership! 

nRE-LITE  ALARMS  168  Shelton  Ave.,  New  Haven,  Conn. 


When  you  sell  "4  STAR"  KEYSTONE  products, 
H's  like  on  endless  choin...efich  installation  I 
sells  another... price  meets  any  competitioni 


KEYSTONE 

Amerita’s  Finest  Aluminum 

Storm-Screen  DOORS  &  WINDOWS 


We  challenge  comparison  with  any  aluminum 
storm-screen  Doors  and  Windows  for  oil  four 
star  features; 

*■  Permanent  Construction  it  Usable  Features 
it  Distinguishable  Quality  it  Economy  Price 

Koysforta  offers  practical  faatures  thot  customars  con  raod- 
ity  ond  oppraciote.  Sturdy,  bolancad,  claar  vision  door 
construction  with  full  langth  pier>o  type  hinge  which  elimi* 
notes  mortising.  Door  con  be  hod  with  or  without  jamb. 
Self-storing,  TRIPLE  ACTION  Windows  with  speciol  venti* 
loting  louvers.  Adjustable  closure  strip  for  perfect  fitting. 
Ait  glass  glozed  in  plastic  for  eosy  replacement.  Yes,  low  in- 
^  stollotion  cost  plus  no  offer  headoches  meons  MORE  PRORTSI 

PROMPT  DRLIVIRY  •  ASSIMRLY  PLANTS  COAST  TO  COAST 


■  ///)■(  (/  h\ 

K 

E YSTONE 

A  L 

LOYS  COMPANY 

LATROBE,  PA. 

wire. 

Phone  or  Mail  Coupon  NOW! 

KEYSTONE  ALLOYS  CO 
Ne'ionel  Seies  Otiica, 
ftanedwm  Trees  lidg  .  Artsbwati  22.  Fe 
Send  com0le<e  intermetroe  We  ere  i 
O  Disr'*bw*orsbtp  □  DeelersMp 


n 


Fresem  luuness. 


BUILDING  SPECIALTIES 


Re-Surfacers 

(Continued  from  Page  57) 

the  idea  of  hiding  its  charm  under 
a  coating  of  insulating  siding. 

But  when  they  heard  of  our  tests 
with  our  resurfacer,  they  asked  us 
if  we  thought  we  could  solve  their 
problem.  We  accepted  the  chal¬ 
lenge,  and  resurfaced  the  home. 
Within  a  few  days  the  i)lace  looked 
like  new,  while  all  the  charm  and 
beauty  of  the  original  architecture 
was  retained.  What’s  more,  the  re- 
surfacer,  being  fused  to  existing 
sidewall,  will  provide  complete  in¬ 
sulation  as  long  as  this  fine  old 
mansion  .stands ! 

These,  and  many  other  tests  have 
pj’oved  how  u.seful  this  product  is. 
Of  all  new  materials,  the  sprayed 
resurfacer  of  the  type  described 
goes  best  on  u/t  surfaces,  from 
steel  to  stucco!  Kverything  has 
been  put  into  the  |)roduct  to  make 
it  outstanding  and  not  the  least 
of  its  qualities  is  its  profit  potential 
for  the  dealer. 


•  FURNITURE  FINISH 
FOR  GREATER  BEAU¬ 
TY 


IES---SAFE  AND  EF< 
FICIENT 

•  MANY  FINE  EX 
CLUSIVE  FEATURES 

•  NATIONALLY  AD 
VERTISED 

•  EXCLUSIVE  TERRI 
TORIES  AVAILABLE 


•  GREATER  PROFITS 
AND  EASIER  SALES 

•  A  SUPERIOR  PROD¬ 
UCT  —  WILL  OUTSELL 
OTHERS 

•STURDY  CON. 
STRUCTION  AND  SE¬ 
LECTED  MATERIALS 


•  SELF  .  STORING  - 
VERY  EASILY  OPER¬ 
ATED 


Michigan  Dealer 

(Continued  from  Page  :18) 

excellent  results  from  our  television 
Itrogram,  which  was  a  wrestling 
show  out  of  Chicago.  However,  due 
to  the  Aluminum  situation,  that 
show  has  been  temi)orarily  di.scon- 
tinued.  Installation  of  our  windows 
was  shown  in  the  commercial,”  ex¬ 
plains  Mr.  Slayrnaker. 

“We  usually  have  two  men  in 
training  on  a  .sales  force.  The  new 
man  goes  with  an  experienced  sale.s- 
man  from  one  to  two  weeks.  After 
that,  he  does  his  own  canva.ssing. 
After  the  third  or  fourth  week  he  is 
closing  most  of  his  sales.  Much  of 
the  art  of  closing  he  acquires  at 
our  bi-weekly  sales  meeting,  where 
we  never  fail  to  have  at  least  one 
salesman  pre.sent  on  door-to-door 
sales  presentation.  Nothing  gives 
a  man  poi.se  and  confidence  like  the 
con.structive  criticism  coming  from 
his  fellow  .salesman.  The  General 
(Continued  on  Page  60) 


•  PROMPT  DELIVER 


WRITE  FOR  FURTHER  INFORMATION 


REDWOOO  COMBINATION 


FEATHER-LITE  NAMUFACTURING  COMPANY 


'^DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Standard  Type  13  Screens,  Bronze  Lacquer 
Special  Finish  Wire  Only  $1  22 

SEND  FOR  SAMPLES  and  PRICE  LISTS 


MO  HIGHLAND  STREET  •  PORT  CHESTER.  N.  Y. 
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Four  Pointers  To  More  Business 


YOU  NEED 

MORE  SALES— 

Are  shortages  cutting  down  your 
soles  volume?  You  con  increase 
those  drooping  sales  by  adding 
more  items  to  your  present  line  of 
products. 

HAPPY  SALESMEN— 

Now  is  the  time  to  add  that  extra 
item  which  will  diversify  your  home 
improvement  specialties.  Keep  your 
sales  force  intact  by  giving  them 
more  products  to  sell. 

MORE  PROFITS— 

It's  not  the  price  that  counts  so 
much  as  the  profit  margin.  The 
building  specialties  in  the  coupon 
at  the  right  will  yield  plenty  of 
profit  for  you! 

NEW  ITEMS— 

New  products  are  available  now 
that  combine  novelty,  utility,  and 
permanent  value — qualities  that 
attract  customers  and  increase  your 
soles  volume — Choose  them  now! 


This  coupon  will  bring  you  the  latest 
literature  and  facts  about  any  product  that 
you  think  you  can  sell.  If  you  are  planning 
to  expand  your  business  volume  by  adding 
another  specialty  to  your  present  line  of 
products,  check  the  items  that  interest  you 
and  mail  to  Building  Specialties,  425  Fourth 
Avenue,  New  York  16,  N.  Y.  No  obligation 
on  your  part  is  implied. 


Fill  in — Tear  off — and  Mail 

February,  1952 

BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16.  N.  Y. 

Send  me  facts  on  the  items  checked 

□  Aluminum  Combination  Doors 

□  Aluminum  Combination  Windows 

□  Alum.  Outside  Casement  Storm  Sash 

□  Wood  Outside  Casement  Storm  Sash 

□  Steel  Combination  Windows 

□  Wood  Combination  Windows 

□  Wood  Combination  Doors 

□  Asbestos  Cement  Siding 

□  Kitchen  Fans 

□  Shower  Doors  &  Tub  Enclosures 

□  Wood  Plus  Metal  Combinations 

□  Kitchen  Cabinet  Lifts 

□  Aluminum  Casement  Screens 

□  Plastic  Wall  Tile 

□  Redwood  Mrllwork  or  Lumber 

□  Sectional  Overhead  Garage  Doors 

□  Metal  Awnings 

□  Stainless  Steel  Comb.  Doors 

□  Aluminum  Door  Grilles 

□  Sprayed  Insulation 

□  Caulking  &  Glazing  Compounds 

□  Plastic  Weatherstripping  for  Metal 

Casements 

□  Storm  Window  &  Door  Hardware 

□  Metal  Coating  Service 

□  Sprayed  Sidewall  Resurfacers 

□  Metal  Mouldings,  Weatherstripping 

□  Venetian  Windows  and  jalousies 

□  Simulated  Stone  Siding 

□  Plastic  Splines  and  Glazing  Channels 

□  Home  Fire  Alarms 

Other  Items . 

Send  me  Bldg.  Specialties,  12  months, 
$3.00  □ 


Address 
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BUILDING  SPECIALTIES 


by  using  ARROW 

PRE-COLORED 

ALUMINUM 
or  STEEL  COIL 


•  How  much  could  you  save 
by  eliminating  your  finishing 
department?  Why  not  have 
Arrow  furnish  you  with 

pRE-COLORF.D  Coils 

ready  for  roll  forming  or 
stamping!  In  fact  why  not  have 
Arrow  also  do  the  forming! 

Arrows’s  process  of  continuous 
strip  alodizing  and  color-coating 
has  caused  a  sensation  in  the 
field  of  light  metals  fabrication. 
Many  industries  are  now  using 
Arrow’s  Pre-colorf.d 
coil  with  outstanding  success. 

Arrow’s  baked-on  enamel  finish 
in  all  colors  on  steel  and 
aluminum  coils  is  corrosion  and 
scratch-resi.stant.  It  combines 
hardness  with  flexibility. 

UTiy  not  investigate  Arrow 
Services!  We  are  prepared 
to  handle  an  order  of  any  size- 
large  or  small.  Our  engineers 
will  be  glad  to  analyze  your 
problems  without  obligation. 

Our  services  include; 


Continuous  Color  Coating 
^  Alodizing  •  Slitting 
^  Roll  Forming 

ARROW 

METAL  PRODUCTS  CORP. 


Michigan  Dealer 

{Contitiued  from  Page  58) 

Manager  from  the  Home  Office  calls 
once  every  week.  If  he  happens  to 
call  at  .sales  meeting  time,  he  leads 
the  meeting,  and  his  pre.sence,  too, 
stimulates  the  men.  Now  and  then 
the  General  Manager  calls  a  spe¬ 
cial  meeting  of  the  salesmen  in  this 
office,  for  that  very  purpose,”  says 
Mr.  Slay  maker. 

When  salesmen  are  Interviewed, 
Mr.  Slaymaker  explains  the  situa¬ 
tion  as  follows:  that  he  will  be  on 
trial  for  one  month;  that,  despite 
uncertain  conditions  in  production, 
the  volume  of  business  has  shown 
continuous  growth  during  the  past 
two  years,  since  he  has  been  man¬ 
ager  of  the  Lansing  office. 

He  also  tells  the  prospective  em¬ 
ployee  that  usually  the  busiest  sea¬ 
son  begins  as  cold  weather  sets  in 
(around  September  1st)  and  stays 
good  until  middle  of  L'ebruary, 
when  normally  a  sharp  drop  oc¬ 
curs,  with  busine.ss  again  picking 
up  on  the  first  of  April. 

Salesmen  Encouraged 

Salesmen  are  all  encouraged  to 
work  with  the  times,  according  to 
Mr.  Slaymaker.  “We  don’t  any  of 
us  know  from  month  to  month 
where  we  stand.  We  do  know  that 
.so  far  we’ve  kept  up  deliveries. 
Only  a  few  people  have  become 
impatient  when  forced  to  wait. 
Periods  of  pause  do  occur,  so  all  of 
our  men  are  instructed  to  in.stall 
part  of  an  order.  Most  customers 
understand  the  uncertainty  of  the 
times  and  are  gracious  about  wait¬ 
ing  for  the  balance  of  their  order. 
It  is  one  way  our  men  can  develop 
closer  friendship, — being  careful  to 
give  the  cu.stomer  the  windows 
most  needed  with  the  initial  partial 
installation,”  comments  Mr.  Slay¬ 
maker. 

When  it  comes  to  walk-in  cus¬ 
tomers,  Mr.  Slaymaker  .says  the 
yellow  pages  of  the  phone  book 
bring  in  the  most. 

Several  prospects  passing  by  the 
office  are  attracted  to  the  red  and 


ATTENTION  —  STOP  DRAFT 
WITH 


For  Metal 
Casement 
Windows 


Th«  Dvitrt*  gosli*t  d«$>9n«d  with  on  eitruded  plottic  »eol- 
■ng  lip,  to  ktep  mttol  cotoment  windowi  OUST  TIGHT,  STORM 
TIGHT.  DRAFT  TIGHT,  RAIN  TIGHT,  ond  WIND  TIGHT  Eoiy 

- — - -  TTi  U  ■ 

[sSsSf-ltfisS  I 

Si*  1 

bock  Oiioni"*'* 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTERIURY  OR.  •  DAYTON  Y.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


“REDLUME” 

by  NASH 

A  completely  self-storing  com¬ 
bination  Storm  &  Screen  win¬ 
dow,  with  a  clear  Redwood 
main  frame.  All  inserts  of 
aluminum  including  sash  sides. 
Each  sash  slides  in  its  own 
track,  plus  all  the  features  of 
the  famous  NASH  ALUMINUM 
WINDOW. 

NASH  MANUFACTURING  CO. 

LONG  BRANCH,  N.  J. 

NEWARK.  N.  ). 
BRANCHES  AT:  PHILADELPHIA 
BALTIMORE 
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green  display  flashing  off  and  on, 
day  and  night,  around  the  little 
house  installed  inside.  The  little 
house  encloses  the  office, — secre¬ 
tary,  telephone,  files,  etc.  and  of 
course,  is  practically  made  of  win¬ 
dows.  We  have  no  way  of  knowing 
the  number  of  walk-in  prospects 
the  office  display  attracts.  We  do 
know  that  it  is  successful.  The 
Home  Office  has  installed  all  of 
their  offices  in  Flint,  Grand  Rapids 
and  here  .similarly.  The  company 
in  Grand  Rapids  is  now  appro.xi- 
mately  three  years  old,”  says  Mr. 
Slaymaker. 

Mr.  Slaymaker  writes  his  own 
local  display  ads,  appearing  in 
every  Sunday  issue  of  the  Lansing 
State  Journal.  “Several  prospects 
notice  the  ad  and  phone  in  but  only 
a  small  percentage  are  stirred  to  do 
anything,”  admits  Mr.  Slaymaker. 
“I  compose  the  ads  out  of  previous 
training  in  the  advertising  field. 

I  remember  that  only  one-fourth 
of  the  readers  even  notice  a  display 
ad  less  than  one-half  page  in  size. 
But,  the  newspaper  ad  provides  our 
salesmen  with  something  local  to 
talk  to  their  prospects  about, — 
mainly  that  we  still  have  the  win¬ 
dows  and  that  it  is  wise  to  —  buy 
noiv!”  concludes  Mr.  Slaymaker. 


B.S.  Reporter 

(Continued  from  Paye  36) 

wholesale  distributors  in  Portland, 
Seattle  and  Spokane.  McNicol  has 
been  with  the  firm  since  1937,  ex¬ 
cept  for  four  years  served  in  the 
army.  Since  1947  he  has  been 
assistant  service  manager. 

4c  * 

Turner  &  Seymour  Appoint 
Lawrence  J.  Baldwin  &  Son 

The  Turner  &  Seymour  Manu¬ 
facturing  Company  of  Torrington, 
Connecticut — century  old  manufac¬ 
turers  of  “Hidalift”,  the  new  and 
improved  concealed  type  sash  bal¬ 
ance  for  double-hung  windows,  re¬ 
cently  announced  as  part  of  their 
expansion  program  in  sales  and 
(Continued  on  Page  62) 


S/Udd  Storm  and  Screen  Door  Hardware 


NEW  IDEAL  LATCH 

The  beauty  of  this  latch  is  in  its  design  and 
ease  of  installation  . . .  requires  no  mortising. 
It  closes  silently  and  locks  with  a  convenient 
slide  bolt.  Beveled  escutcheon  plates.  Abso¬ 
lutely  guaranteed  against  breakage.  Latch 
available  in  stainless  steel. 


STAINLESS  STEEL  HINGES 

3''x2*4''  hinges  for  full  surface,  half  surface 
or  full  mortise  use.  Button  tip,  loose  pin  type. 

STORM  DOOR  CHAIN  ^ 

Relieve  sudden  wind  strain  on  door  and 
hinges.  Single  or  double  safety  spring.  Stain¬ 
less  steel  attaching  brackets  are  available. 


COMPLETE  INFORMATION  PROMPTLY  SENT 

Supplying  mo$t  of  Amurico't  aluminum  door  manw> 
focturert.  Alto  monufocturort  of  ttorm  toth  oinI 
tcroon  hordwart. 


BRASS  WORKSeINC. 

250  EAST  5TH  STREET  •  ST.  PAUL  1,  MINN. 


A  PRODUCT  YOU  CAN  BELIEVE  IN! 


The  "Triple  Trade”  Stays  Sold 

Dealers  records  prove  less  coll  bocks.  Sold  under  our  'Bond  of  Protection' 
the  customer  is  guaranteed  the  satisfaction  that  only  a  quality  product 
can  give. 

That's  ONE  reason  why  a  STOACO  franchise  is  so  valuable. 

“•UKT  ton  INI  WEATHfR  TO  LAST  KMrVBI" 
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Here*»  Why: 

BIG  SELLING  POINTS 

Unparalleled  Craftsmanship 

Durability 

Beauty  of  Design 

Low,  Low  Prices 

Send  for  Catalog 

PEERLESS  GRILLE  CO. 

8811  Foster  Avenue 
Brooklyn  36.  N.  Y. 

Phone:  Nightingale  9-3845 


COMBINATION  WINDOWS 
and  DOORS 


We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us— NOW/ 


G.  Grant  Melal 

Mfg.  Co.  ^ 

163  Buscher  Avenue 
Villey  Streim,  L.  I..  N.  Y. 
fhene  —  Villey  Stream  5  5581  ^ 


I  Solid  Shades  Sell 
Superior  Homes 

So  many  people  choose  “candy 
stripe’’  paint  jobs  that  the  public  is 
inclined  to  the  opinion  that  all  metal 
awnings  are  made  only  that  way. 
When  you  come  up  against  a  “qual¬ 
ity”  home  deal,  be  sure  to  direct  the 
attention  to  the  availability  of  a 
solid  shade  with  possibly  an  outlin¬ 
ing  end  pan  for  contrast.  Conserva¬ 
tive  people  will  buy  faster  if  they 
I  know  the  job  will  not  be  flamboy¬ 
ant.  There  is  a  good  picture  on  the 
front  of  the  brochure  which  will 
help  emphasize  the  point. 

B.S.  Reporter 

(Contimud  from  Page  61) 

promotion,  the  appointment  of 
Lawrence  J.  Baldwin  &  Son,  306 
Carondelet  Building,  New  Orleans 
12.  Louisiana  as  their  new  Hidalift 
rejire.sentative  covering  the  follow¬ 
ing  territory:  Louisiana,  Texas, 
Arkansas,  Tennessee  and  Okla¬ 
homa. 

*  * 

I  Abbott  Cobum  Appointed 
I  To  OPS  Roofing  Committee 

Abbott  Coburn,  President  of 
(Ilobe  R(Mding  Products  Co.,  Inc., 
of  VV’hiting,  Indiana  and  Globe  Sid¬ 
ing  Products  Company  of  Lowell, 
Indiana  has  recently  been  appoint¬ 
ed  to  the  O.P.S.  Asphalt  Roofing 
Industry  Advisory  Committee. 

This  committee  composed  of 
executives  of  the  country’s  leading 
roofing  manufacturers  has  been 
formulated  by  the  Office  of  Price 
Stabilization  to  di.scu.ss  and  advise 
the  O.P.S.  upon  the  problems 
unique  to  the  industry. 

Mr.  Coburn  is  well  qualified  for 
this  appointment.  He  has  been  ac¬ 
tive  in  the  roofing  business  for 
over  thirty  years,  beginning  as  a 
roofing  salesman  then  developing  a 
succe.ssful  roofing  distributorship 
and  finally  starting  his  own  manu-  ' 
factoring  of  roofings  and  sidings 
under  the  name  of  Globe. 

Globe  was  founded  just  eighteen 


GET  ALL  3 


1.  Triple-Track 

2.  Interlocking  Inserts 
3.  Reflecto  Frame 


Sell  the  windows  and  doors  with 
more  features  than  any  other  com¬ 
petitive  brand. 

The  Best  is  the  Easiest  fa  Sell 

FACTORY  ASSEAABLY  PLANT 
EST.  1900 

MORT  Company 

4th  &  GIRARD  AVE.,  PHILA.  23,  PA. 
MArket  7-4426 
Write,  Phone,  or  Wire 
For  Full  Details 


THE  NEW  "AlUMIDOR" 
ALL  ALUMINUM 
COMBINATION  STORM 
A  SCREEN  DOOR  IS 
AVAILABLE  FOR 
IMMEDIATE  DELIVERY. 


IT'S  A  MASTERPIECE  OF 
DESIGN  ENGINEERING! 


SEND  FOR  COHPLEn  DETAILS  TO¬ 
DAY.  IT'S  THE  GREAT  NEW  DOOR 
OF  TODAY  .  .  . 

AND  TOMORROW! 
K.D.  AVAIUBLE 


ELMONT  MFG.  CO. 

S7S  HEMPSTEAD  TURNPIKE 
ELMONT,  L.  I..  N.  Y. 
Final  Park  4-3620 


1 
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years  ago  during  the  bank  holidays 
of  the  depression.  From  a  small 
beginning,  Mr.  Coburn  has  since 
built  the  business  into  one  of  the 
foremost  a.spha!t  building  material 
fabricators  in  the  middlewest, 
boasting  three  modern  factories  in 
Chicago,  Whiting  and  Lowell, 
Indiana. 

♦  ♦  ♦ 

Henry  F.  McNiii 

Henry  F.  McNitf,  48,  Director 
and  Salesmanager  of  Gregg  and 
Son,  Inc.,  pa.s.sed  away  in  Nashua, 
N.  H.  on  January  9,  1952. 

Mr.  McNiff’s  career  was  one  that 
could  well  inspire  many  a  youth  of 
today.  Starting  as  a  .salesman  for 
Gregg  and  Son  in  1925  he  reached 
the  pinnacle  of  his  career  when 
elected  Vice-President  In  Charge 
of  Sale.s,  and  Director  of  the  Cor- 
IK)ration  some  years  ago. 

Widely  known  in  the  mill  work 
industry,  Mr.  McNiff’s  passing  will 
be  regretted  among  his  many  close 
friends  in  the  trade.  He  is  sur¬ 
vived  by  his  wife,  Mrs.  Martha  C. 
.McNiff;  five  children,  five  brothers 
and  two  si.sters. 

♦  itc 

H.  F.  Wardwell  Retires 
From  Detroit  Steel  Prod.  Co. 

Detroit  Steel  Products  Company, 
of  Detroit,  Michigan  has  announced 
through  its  President,  H.  1).  Palm¬ 
er,  the  retirement  of  H.  Ward- 
well,  Chairman  of  the  Board ;  E.  R. 
Ailes,  Treasurer;  R.  W.  Weed,  Vice 
President  in  charge  of  Eastern 
Sales;  J.  P.  Donohue,  Traffic  Man¬ 
ager,  and  F.  J.  Williams  of  the 
Sales  Department. 

Mr.  Palmer  announced  that,  at 
the  present,  the  office  of  Chairman 
of  the  Board  would  remain  vacant 
and  that  C.  G.  Bunting,  formerly 
Secretary  and  Assistant  Treasur¬ 
er,  succeeds  Mr.  E.  R.  Ailes  as  Sec¬ 
retary-Treasurer.  Mr.  A.  E.  Mc¬ 
Kenzie  of  the  Sales  Department 
has  been  appointed  Flastern  Reg¬ 
ional  Sales  Manager  to  perform  the 
duties  previously  performed  by 
Mr.  R.  W.  Weed.  Mr.  Harold  Gil- 
(Continned  on  Page  64) 


Through  the  New 


ALUMA-WOOD  STORM  DOOR 


Available. 

For  Details 
and  Prices 
Write 
Wire  or 
Phone 


will  come  to  you  the 
MOST  BEAUTIFUL 


PROFITS! 


It  wilt  be  like  money  in  the  bonk  when  you  ore  out 
selling  the  new  ALUMA  WOOO  storm  door  .  .  .  com¬ 
bining  all  the  fine  features  of  extruded  aluminum  for 
the  interchangeable  glass  and  screen  inserts,  with 
the  durability  and  economy  of  a  genuine  Colifornio 
Redwood  frame,  accompanied  by  a  heavy  gauge  Alu¬ 
minum  Kick-Plate.  Truly  a  masterpiece  of  practical 
design  by  the  originators  of  aluminum  and  redwood 
storm  doors. 

Dealers  everywhere  ore  amazed  at  the  enthusiastic 
consumer  acceptance  .  .  .  which  spells  profits  for  YOUl 


JERITH  MANUFACTURING  (0. 

2025  E.  BOSTON  ST  PHILADELPHIA  25.  PA.  GARFIELD  3  1407 
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Weuttle/imdite/ 


JALOUSIE  ond  WINDOW 

MANUFACTURING  COMPANY 


a  new  profit  path  to  your  door! 


One  door  that  sells  to  all  your 
prospects  —  new  construction, 
remodeling,  porches,  homes, 
stores,  schools,  factories  -- 
and  a  natural  for  the  rich 
suburban  marketl 


Special  high-profit  dealer 

discounts  now  being 

offered  to  introduce  this 

door  to  your  markets... 

'JALOUSIE*  SALES  MAGIC 

•  Adoptoblt  to  ony  climot*. 

•  Exc*IUnt  prod*  1*4" 
from*. 

•  Adjwstobl*  4"glots  or  wood 
lowv*r*d  vontilotion,  roto 
op*rotor. 

•  Aluminum  tcr**n  protoction. 

•  Stondord  itock  »ii*G. 

Writ*  ot  one*  tocoth  in  imnrt*d)Ot«tv 
'  ...Dotoils  will  b*  rwihod  to  you- 


Writ*: 

P.O.  BoxIOda 
Dspt.  B2 
Miami  6.  Fla. 


CiftTAIN  fRANCHtSFS  AiSO  AVAIlABlt  for 
eomploto  fin*  of  qwolity  ofummum  ond 
gfoM  ioleu»i*i,  Vonetidn  windows  ond  doors 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEOED! 

Smart  dealers  are  husing  V-Seal  knotked- 
down,  "pitfure  frame"  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  di>  it — in  the  shop  or  on  the  job- 
installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame"  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


from.  C.«*r»‘- 
iwlv  C.vtW 


Ivy  at  Distributors  Prices  -  .  -  Make 
Combined  Distributor,  Dealer  and  Retailer's  Profit 

All  V-Scal  products — Aluminum  Combination  The  C 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them  Combine 
lower,  yet  make  more  profit. 

[astern  Division,  478  Belmont  S,®*®"®" 

Avenue,  Holedon,  New  Jersey  windows. 

Western  Division,  1134  S.  6th  Street,  St.  Louis,  Missouri 


The  Complete  line  of 

Combinotion  Storm  Windows 
plus  Storm  Sosh  for  Stoel 
Cosements  and  Bosoment 
Windows. 


AOT  linuf  write,  plMM  M  wire 
nul  nllVV  fer deteMs eed prices 


B.  S.  Reporter 

{Continued  from  Page  63) 

ecek  ha.s  been  named  Traffic  Man¬ 
ager  a.s  .successor  to  Mr.  Donohue, 

Both  Mr.  Wardwell  and  Mr. 
Ailes  will  retain  their  active  inter¬ 
est  in  the  management  of  the  Com¬ 
pany  by  continuing  as  Members  of 
the  Board  of  Directors. 

♦  ♦  * 

ALCOA  Installing  Giant 
13,200-Ton  Extrusion  Press 

A  giant  extrusion  press  —  the 
largest  in  the  nation — is  being  in¬ 
stalled  at  Aluminum  Company  of 
America’s  Lafayette  (Ind.)  Works. 

Leased  from  the  U.  S.  Air  Force, 
the  new  extrusion  press  exerts  a 
tremendous  force — 13,200  tons — 
equal  to  the  weight  of  a  mile-long 
siring  of  loaded  coal  cars. 

In  the  extrusion  process  a  hy¬ 
draulic  ram  forces  a  heated  alum¬ 
inum  billet  through  a  die  opening 
— much  the  same  as  you  force 
tooth  paste  out  of  a  tube,  or  cake 
icing  from  a  pastry  tube.  But,  in¬ 
stead  of  thumb-and-finger  pressure, 
the  new  press  has  a  “push”  equal 
to  the  weight  of  156  loaded  coal 
cars — or  greater  than  the  weight 
of  a  modern  U.  S.  Navy  heavy 
crui.ser. 

♦  ♦  ♦ 

New  Products 

{Continued  from  Page  40) 

with  a  door  opening  of  15”  or 
wider,  and  18 '/o”  wider  respective¬ 
ly.  Minimum  inside  cabinet  dimen¬ 
sions  are  18"  high  by  22”  deep. 
Special  sizes  are  available  for  other 
than  standard  widths  on  quantity 
orders.  Four  screws  or  bolts  (for 
metal  cabinets)  makes  installation 
fast,  without  skilled  labor  or  spe¬ 
cial  tools.  Operation  too,  is  without 
effort.  A  flip  of  the  finger  glides 
the  platform  and  appliance  from 
inside  the  cabinet  to  a  work  level 
position,  counterbalanced  by  two 
coil  springs  that  equalize  the 
weight  and  keep  the  shelf  level  at 
all  times.  Once  in  place,  a  rigid 
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locking  rod  holds  the  shelf  securely 
and  without  wobble. 

*  *  *  ' 

New  Line  of  Metal 
Siding  Trims 

A  new  line  of  metal  siding  trims 
has  been  developed  by  National 
Guard  Products,  Inc.,  manufactur¬ 
ers  of  metal  mouldings,  weather 
strips,  screen  door  grilles,  and  win¬ 
dow  guards. 

The  line  of  rust  proof  trim  is  de¬ 
signed  for  asbestos  siding  or  any 
material  which  requires  a  %"  chan¬ 
nel  space.  It  includes  trim  for  out¬ 
side  corners,  inside  corners,  doors 
and  windows,  and  drip  caps  for  use 
over  doors  and  windows. 

The  outside  corner  trim  protects 
building  corners  from  deteriorat¬ 
ing  and  prevents  rain  from  seep¬ 
ing  in.  Seasonal  expansion  and  con¬ 
traction  is  absorbed  by  the  Hexing 
of  the  pliant  metal  arch.  If  the 
lumber  swells  or  shrinks,  or  if 
sheathing  boards  warp  or  twist, 
this  outside  corner  trim  will  re¬ 
main  water-tight. 

The  in.side  corner  trim  permits 
the  u.se  of  cut  shingles  just  as  they 
come  from  the  shingle  cutter.  Ap¬ 
plication  requires  no  fitting,  filing, 
or  loss  of  time.  As  with  the  outside 
corner  trim,  any  expansion  or  .set¬ 
tling  of  the  building  is  absorbed 
by  the  flexing  of  the  pliant  metal 
arch. 

The  entire  line  of  trims,  design¬ 
ed  to  save  labor  and  provide  a 
neater  appearance  and  more  per¬ 
manent  con.struction,  may  be  u.sed 
on  either  new  construction  or  re¬ 
siding  existing  buildings. 

*  *  « 

Shower  Door  Co.  of  Amer. 
Releases  New  Literature 

From  Shower  Door  Company  of 
America,  with  home  offices  in 
Atlanta,  comes  samples  of  new 
consumer  literature  in  brilliant  full 
color.  The  versatile  little  brochure 
is  designed  for  u.se  as  counter  lit¬ 
erature,  #ialesman  hand-outs,  or 
envelope  stuffers.  ShoDoCo  dealers 
may  for  a  negligible  sum  have 
(Continued  on  Page  66) 
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REXTRUDE*  GLAZING 
CHANNEL  IS  ENGI¬ 
NEERED  TO  SEAL  AND 
HOLD  GLASS  IN  FRAME. 

ACTUALLY  MAKES  IT 
WEATHERPROOF. 

REXTRUDE*  SPLINE  _ 

HOLDS  AND  KEEPS  k  \  /  EXTRUDE*  WINDOW  SPLINE 

SCREEN  IN  FRAME  —  ^  /  HOLDS  GLASS  IN  POSITION. 

AVAILABLE  IN  SOLID  OR  W  \  y  CAN  BE  USED  IN  WOODEN 

TUBULAR  TYPE.  ^  ^  '  ^  FRAMED  IN  PLACE  OF  PUTTT. 

Rextrude*  FUxibU  Plastici  ara  tha  qualify  produefi  of  fha  induffry  —  they  have 
many  years  research  and  axperienca  bahind  fham.  Raxfruda*  screen  and  window 
spline  and  glazing  channel  are  normally  made  on  a  custom  basis  to  meet  customers' 
particular  specifications. 

Write  today  for  complete  descriptive  information,  samples  and  prices. 


REX  CORPORATION 


•Reg.  U.S.  Pat.  Off. 


Dept.  A7,  51  Londsdowne  St..  Cambridge  39.  Moss. 


PHONE:  TRowbridge  6-1374 


GLAMOUR  for  DOORS 
GOLDEN  PROFITS 
for  YOU 

Sell  your  customers  these  profitobic  ond* 
Qttroctive  oluminum  SCROLL-ETTS  which  fit 
ony  door  They  will  odd  profit  to  every  door 
sole.  Finished  in  GLEAMING  WHITE  enomel 
or  SEMI-POLISHED  ALUMINUM 

Write  /or  Bulletin 
and  Trade  Discounts 


BUILDING 

SPECIALTIES 

COVERS  ALL  THE  IMPORTANT 
SUBJECTS! 

By  subscribing  to  it  you  assure  yourseli 
oi  keeping  up-to-date  on  the  lollowing: 
better  selling  methods,  installation  tech¬ 
niques.  management  details,  how  to  sell 
particular  specialties,  getting  and  hold¬ 
ing  good  salesmen,  advertising,  new 
products,  and  many  others.  Send  the 
coupon  today!  Only  S3  a  year. 

BUILDING  SPECIALTIES  / 

425  Fourth  Avenue,  New  York  16.  N.  Y.  f 

Please  enter  my  subscription  to  BUILDING  / 
SPECIALTIES  at  S3.00  ior  one  year. 

Q  Bill  me  for  this  amount. 

Q  Enclosed  is  a  check  or  Q  money  order.  ^ 

My  Nome  .  . . 

Position .  . 

Company . 

Address 

City . State . 


Jl^eaux  :Srt  Crafts 
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Mort  Co.,  The .  02 

Nash  Mfg,  Co .  00 

Old  (Quaker  Paint  Co .  47 

Pearless  Grill  .  02 

Pro-Tect-lI  Jalousie  Corp .  7 

Rex  Corp .  05 

Re-Nu-It  Corp .  0 

Ron-I)el,  Inc .  31 

Roofing,  Siding  &  Building 

Specialties  Manual  .  16 

Ruberoid  Co.,  The .  12 

Security  Co..  The .  52 

Shower  Boor  Co.  of  .America  54 

Skaggs  Mfg.  Co..  Inc .  51 

Sprayed  Insulation,  Inc .  1 

Steelcraft  Mfg.  Co.,  The .  3 

Storm  Windows  of  .Aluminum.  Inc..  61 

.Stringer  Co.,  Inc.,  A.  H .  51 

I'niversal  Fabricators  .  56 

\’-Seal  Corp .  61 

Wallace,  Inc.,  Bon  B .  53 

Warner  .Mfg.  Corp .  6 

AVeathermaster  Jalousie  &  Window 

Mfg.  Co .  61 

Weather  Proof  Co.,  The .  50 

M'eather-Tite  .  23 

Werner  Co..  Inc.,  The  R.  1) .  14 

M'insulite  Mfg.  Co .  53 

Winter  .Seal  Corp .  66 

A'oungstown  Industries,  Inc .  37 


New  Products 

(Continued  from  Page  65) 

their  own  name  and  addres.s  im- 
jirinted  on  the  piece. 

Copy  is  keyed  to  consumers  who 
are  buying,  building,  or  remodel¬ 
ing  their  homes,  which,  as  ShoDoCo 
General  Manager  Bob  Robbins 
says,  “covers  a  lot  of  territory.” 
Advantages  of  modern  shower  en¬ 
closures,  for  tub  or  shower,  are 
compared  to  obsolete  shower  cur¬ 
tains.  The  beautiful  bathrooms  de¬ 
picted  in  the  literature  are  further 
enhanced  by  .scantily  clad  models. 

«  «  * 

Gas  Incinerator 
Dries  and  Bums  Refuse 

New  home  incinerator  is  called 
“Duo-Way”  becau.se  it  does  two 
things  in  order  to  completely  dis¬ 
pose  of  all  household  refuse.  Drying 
of  the  refu.se  is  accomplished  by 
natural  draft;  burning,  by  a  gas 
fired  kindler.  Made  by  Autogas  Co. 


Window  and  Door  Frames, 
Mouldings,  )ambs.  Casings, 
Louvers,  Panelling,  etc. 

MADE  TO  YOUR  ORDER 
OUKKIY  at  LOW  (OST 

New  Modern  Millwork  and  Assembly  Plant 
has  DIRECT  MILL  CONNECTIONS  to 
assure  you  good  steady  supply  of  finest 
California  "Palco  Brand"  Redwood. 

DEAL  DIRECT  —  SAVE  TIME  &  MDNEY 

No  Inventory  —  No  Investment 


Immediate  Delivery 
Anywhere 

Large  or  Small  —  No  Orders  Turned  Down 

Send  Samples  and  Blueprint  for  Quotations 


ir oUer  Sea/ COmtAm 

WOODWORK  DIVISION  Dept.  32 

14595  Meyers  Road  Detroit  27,  Mich. 


CLASSIFIED  ADVERTISING 

Undat  this  beading  ciassiiiad  advartUemente 
aia  accepted  at  the  uniform  rale  oi  25  centa 
a  word,  but  no  adTerttsemanl  token  for  laaa 
than  20  words  with  a  minimum  charge  d 
SS.OO;  3  months  at  20c  per  word  pet  insartloa. 
Check  or  Money  Order  must  oceompony  copy  d 
Classified  Ad.  Advertisements  soUdtatiBg  deal¬ 
ers  or  distributors,  or  new  producte  for  sola,  ael 
accepted  in  clossiiiad  section.  Address  all  ao» 
munications  to  Clossified  Department  BUILD¬ 
ING  SPECIALTIES.  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


S.AL1-:S  HELP  WANTED 


YOl'  WILL  (;ET  (O.M.MLSSIONS  on  jirestnt 
ilealcrs  as  well  as  all  new  business  you  set  up.  We 
Will  only  place  you  in  territories  where  we  arc  nctw 
doiiiK  a  sncc»*s>ful  business.  Once  a  dealer  has  l»een 
set  up.  lii-h  vfHunic  of  business  mushrooms;  so  will 
your  Commissions.  You  should  net  at  lea.st  $10,000 
and  travelling  expenses  the  first  year.  After  that 
your  growth  dejfends  only  on  you.  Our  product  is 
the  largest  selling  of  its  type  in  the  U.  S.  But  .  .  . 
you  mu.st  live  up  to  our  high  standards.  If  you  feel 
that  you  do  and  you  want  to  work  hard  and  make 
hig  money,  write  Box  351,  Building  Specialties, 
4J5  Fourth  Ave.,  New  York  16,  N.  V. 


.  SPECIALTY  SAlaES.MEN  WANTED  by  national 
manufacturer  to  open  up  new  distributors  for  revo¬ 
lutionary  home  improvement  product.  Must  be 
familiar  with  con^umer  selling  operations  and  cap¬ 
able  of  working  with  and  organizing  dealers  sales 
force.  Men  with  proven  sales  records  and  accus¬ 
tomed  to  earning  over  $12,000  annually  may  qualify 
i  for  district  sales  managers  position.  Write  stating 
full  particulars  in  first  letter  for  appointment  with 
:  national  sales  director.  Box  No.  352,  Building 
Specialties,  425  Fourth  Ave.,  New  York  16,  N.  Y. 


MLSCELLANEOl'S 


W.V.NTF.I):  .\Ll-.\UM  M  .STOR.M  wiii.b.ws  for 
“KD”  and  distribution:  Established  sales  organiza¬ 
tion  now  direct  selling  a  thousand  units-plus  per 
month.  Have  facilities  for  *‘KI)”  and  dealers  in  addi¬ 
tion  to  direct  sales  organization.  Give  all  informa 
tion  first  letter.  Write  Box  No.  354.  Building  Spe¬ 
cialties.  425  Fourth  Ave.,  New  York  16,  N.  V. 


FOR  SALE 


I)E.M.KK.S-.\Ll-.\II.\L'.M  ST()R.M  windows  and 
doors.  $3000.00  wholesale  value  for  $1500.00.  Write 
Bjx  No.  353.  Building  Specialties,  425  Fourth 
Ave.,  New  York  16,  N.  Y.  3-52 


SUBSCRIBERS  DESIRING 
CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  cor¬ 
rectly?  Examine  the  wrapper,  and 
notify  BUILDING  SPECIALTIES, 
425  Fourth  Ave.,  New  York  16, 
N.  Y.,  if  you  desire  any  change. 
Please  send  back  the  old  wrapper, 
and  the  new  address,  and  allow 
about  five  weeks  for  the  change. 


WINTER 

WHITE 


BISCAY 

BLUE 


Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  . . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTILATION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  . . .  see  how  YOU 


can  cash  in  on  this  sure-fire  sales  item! 


LIGHT 


VENTILATION 


Available  in  30  standard  sizes 
and  7  color  combinations. 

JOBBERS:  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jabber. 


C*THRU'S  pottntfd  curvtd  C-THRU'S  •n9in*«r«d  louvtrt 

Ipuvtrt  brpok  up  Karsh,  put-  kppp  thp  tun  owoy  frpm 

sidp  light  which  tntprt  ypur  ypur  windpwt,  ond  ollpwt 

rppm  ipft,  gfortlttt  ond  dif*  cpmpUtp  oir  circulotipn.  Np 

futtd.  Np  mpr#  drpory  dpod  air  ppckptt  mpont  tpm- 

rppmt  with  this  txclutivt  pproturpt  Ipwprpd  os  much 

fteturp.  os  17  dpgrtPt. 


INCREASE  YOUR  VOLUME!  ELIMINATE  COMPETITION  AND  PRICE  CUTTING! 

BONDSTONK  l)rin<:s  you  hi/lhvr  profits  wllile  Satisfied  Salesmen;  Larger  unit  sales  attract 
you  build  llie  liappieist  sales  crew  you  ever  had.  specialty  men. 

Sell  B()M)ST().\'K  along  tvilh  other  siding  and  tosy  to  SeH:  An  exclusive  nationally  advertised 
eoiiipletely  eliiniiiate  eoiiipetilioii  and  price  cut-  product  for  both  commercial  and  home  jobs, 
till"!  BONDSTONE  inatches  anv  natural  stone  in 

1  .  ,  1  r  4*  f  *1.^  low  Invesfmonf:  Your  FIRST  job  poys  tor  your 

color,  texture  and  appearance  at  a  traction  ot  tlie  i  ^  r  / 

cost.  Applies  over  any  surface  .  ,  .  inside  or  out 
.  .  .  on  old  luiiMin^s  or  new.  And  vou  can  fruaran- 
tee  BONDSTONE  for  20  years! 


entire  investment  in  BONDSTONE  equipment. 
Cosy  Application:  Train  opplicators  in  two 
days.  They  enjoy  the  easy  worki 


Exclusive  territories  open  for  qualified  Dealers! 


ur  Regular  Siding 


r.s-"  ‘ 


.  V  •  vv 


See  us  at  NERSICA  —  booths  76-77  and  get  the  full  BONDSTONE  story! 


